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SAXON VIRGINIA 
Stock No. F-14 Black Suede bn Black Calf Tip and Stock No. F-23 - All Black Suede, Patent Leather Trim. 
Quarter. 14/8 Duco Covered Hee $3.90 16/8 Patent Covered Heel $3.90 


Stock No. F-24 Satin Mat Kid, Patent Leather Trim. 
16/8 Patent Covered Heel $3.90 





STROLLER 


CARMEN 
Stock No. F-12 $3.90 Stock No. F-10 $3.90 
Black Kid—11/8 Leather Heel, Rubber Top Lift Black Kid—14/8 Covered Heel 
Stock No. F-13 $3.90 Stock No. F-11 $3.90 
White Kid—1i1/8 Leather Heel, Rubber Top Lift 


White Kid—14/8 Covered Heel 


The BEST FITTING—The FINEST QUALITY 


Goodyear Welt SHOES 


FOR LIKE MONEY! 
IN STOCK _— 3% - 30 Days 


FOOT-FRIEND SHOE DIVISION 


THE JULIAN & KOKENGE CO. 


280 SOUTH FRONT STREET, COLUMBUS, OHIO 
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BREAD the New York Times of 
Friday, September 2, or order it 
by mail, for it contains the full 
impartial report of the President’s 
Commission Studies on Industrial 
Relations in Britain. Most other 
newspapers boil things down so 
that there is little meat for the 
business man, other than headlines. 
The contlusion of the report was 
that England has developed a co- 
operative spirit between employer 
and employee; that labor-employer 
relations are now so amicable that 
strikes, lock-outs, etc., are almost 
things of the past. We quote a 
most significant example of the 
report: 

“A national agreement in the 
boot and shoe industry made in 
September, 1913, included among 
its clauses the following: 

“For the more effective en- 
forcement of any agreements, 
awards or decisions, as well as for 
the general advantage of the In- 
dustry, the Federation and the Na- 
tional Union equally recognize the 
importance of their respective or- 
ganizations being as numerically 
strong and as fully representative 





as possible of employers and oper- 
atives in all centers of the shoe 
trade.’ 

“When, after the war, the boot 
and shoe manufacturers’ Federa- 
tion and the National Union cre- 


ated a Joint Industrial Council 
pursuant to the Whitley Committee 
recommendations, the Council de- 
clared its support of the above 
clause and stated its opinion that: 

“*The best interests of the In- 
dustry will be served if all manu- 
facturers can be encouraged to join 
the Boot Manufacturers’ Federa- 
tion, and all operatives encouraged 
to join the National Union of Boot 
and Shoe Operatives.’ ” 


eVOHN HARRISS becomes sales 
manager of Lotus, Ltd., Stafford, 
England, in mid-September. Here’s 
a new combination—British tradi- 
tion with American inventiveness; 
and best wishes are expressed for 
the success of the experiment. 


* 7. * 


BHARRY SILVER of O'Connor & 
Goldberg, Chicago, has made trade 
history with “Here comes THE 
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SHOW BOAT! A new O-G Shoe 
for Young Men! Especially de- 
signed for high school and college 
fellows! Boys going away to school 
should certainly take a pair with 
them. Made on a new ski last .. . 
in black or brown GUTMANN ski 
leather with crepe or leather soles.” 

Mr. Silver says: “The young 
men’s acceptance of ‘doggy’ foot- 
wear is a high spot in early Sep- 
tember selling.” 


W.S. FOLEY, president and trea- 
surer of E. W. Burt & Co., which 
has operated a retail store in Bos- 
ton for almost sixty years, says: 
“Last December I got obstinate. 
I refused to put in lower grade 
shoes than we had been in the 
habit of carrying. I went even fur- 
ther than that and took over the 
high-grade style shoe department 
which had been operating as a 
leased department on our second 
floor. Since that time and begin- 
ning about the first of the year, we 
have shown monthly increases of 
anywhere from 30 to 40 per cent 
in that department alone. Our 
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orthopedic shoe department, which 
has always been on our first floor, 
is currently showing gains of about 
8 per cent. In August the first ten 
days were not so good, but we wiil 
show a big gain for the month and 
I am confident that September will 
be even better. The high-grade shoe 
is definitely on the way back. I 
hear this on every side and our own 
figures convince me that it is true.” 
Assisting Mr. Foley in achieving 
these records are Sam Allen, who 
buys and merchandises the style 
footwear on the second floor and 
R. M. Porter, who functions as 
store and credit manager. Ortho- 
pedic shoes are bought by Mr. 
Foley. 
LOOKING over the list of strange 
places where Boot anp SHOE 


RECORDER travels every week, as 
revealed in the “Voice of the Trade” 
on July 30, Nathan Hack, well- 
known Detroit shoeman, promptly 
went into strange lands and took a 
voyage of the imagination into these 
places. Looking over his travel 


notes, Hack reports the following: 
“I have just returned from a 
mental flight around the world, in 
search of the 22 towns with jaw- 
breaking names, whose shoemen are 
regularly served by the Recorper. 
During my hurried flight, I covered 
the towns listed in the recent out- 
line in the ‘Voice of the Trade.’ 
“The industrial town of Borovo, 
Yugoslavia was my first landing 
place. Kiev, the capital of Ukrainia. 


Russia was my second stop off. 


From there I sailed to the towns of 
Dozwil and Herzogenbuchsee in 
Switzerland. The busy towns of 
Orebro, Ramlosa and Gislaved in 
Sweden were my next landing sta- 
tions. 

“Kilmarnock, a hustling town of 
some 40,000 souls, 24 miles from 
Glasgow, Scotland; Alesund, a sea- 
port town in Norway; and Aradea, 
a busy burg of 75,000 in Roumania, 
proved mighty interesting to this 
world traveler. 
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—My friend Bill Fletcher of Boston 
says that last year 20%, of all the 
employers produced 80°, of all 
profits; 30°%/ of the emplo 
produced 20%, of the ts; 
and 50%, lost money or barely 
broke even. 

—He goes on to say that all the 
big businesses were once small 
businesses. 

—They grew big es Sek 
managers were more intelligent 
than cther ma 


as to be a big business— 
cae forbid! 

—But it's wise to assume that every 
business, big or little, must have 
alert, aggressive, intelligent man- 
agement and personnel if it is to 
attain any degree of success, or 
even survive. 

—For Competition is King in this 
new regime of ours, and the old 
maestro won't waste much time 
on the fellow who doesn't mea- 
sure up to his standards of effi- 


ciency. 


Soce 6 Toe 


President 








“Chrzanowski, located about 27 
miles from Cracow, the ancient 
capital of Poland; Ballinasloe, a 
small shoe town in Ireland; and 
Zagrab, an industrial shoe and 
leather center boasting a popula- 
tion of 200,000, located in the heart 
of Yugoslavia were also en route. 

“Needless to say, I found it most 
interesting to visit the ancient 
Italian city of Padova, whose 135,- 
000 inhabitants are as proud of 
their shoe and leather industry as 
they are of their old university 
which was founded in the 12th cen- 
tury. 
“Tilburg and Wahlwijh, two busy 
towns in peaceful and prosperous 
Holland proved as interesting as 
did Kobenhavn, better known to 


Americans as Copenhagen, the capi- 
tal of Denmark. The general ap- 
pearance of this attractive little 
country ‘belied the utterances of 
Will Shakespeare’s Prince Hamlet, 
who once said that something was 
‘rotten in Denmark.’ 

“The busy metropolis of Graz in 
the provice of Styria, Austria, 
boasts a population of nearly 165,- 
000—a great many of whom are 
employed in the shoe and leather 
industries. After visiting the two 
important industrial Czecho-Slo- 
vakian towns of Kolin and Chrudim, 
I was ready to write finish to my 
mental journey, for I could not find 
anywhere the towns of Schoenen- 
werd and Tallinn. (Editor’s Note: 
Schoenenwerd, Switzerland and 
Tallinn, Estonia). 

“But in their stead, I discovered 
a number of interesting places that 
have a direct bearing upon the shoe 
business. For instance—there is an 
‘Upper’ Township in Cape May 
County, New Jersey. ‘Sole’ is the 
name of a town in Austria, and 
there is Sole-Bay in England. There 
are also four Shoe-Bay’s, one Boot 
and one Sandal in England and one 
Sandal in the United States. 

“There is at least one pair of 
Oxfords in this country, in the 
neighboring states of Ohio and 
Michigan, and one single Oxford 
in England, with one each in New 
Zealand and Nova Scotia. 





“The villages of Shoemaker and 
Shoemakersville are both located in 
Pennsylvania. There is another 
Shoemaker in New Mexico and one 
Shoeman in far off Transvaal, 
South Africa. 

“There are only three feet, in 
three widely separate states, to fit 
our stock of Shoes, Sandals, and 
Oxfords. One Foote is in Iowa, one 
in West Virginia and there is Foote 
County in Kansas.” 

* * . 
S6WV HY an opera pump?” asks 
the cut-out sign in Macy’s (New 
York) window display that opened 
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their Fall Shoe Festival, which 
began with a Pump Pageant and 
will continue for several weeks— 
featuring each of the specialized 
shoe groups that have been devel- 
oped in the better shoe department. 


fan, O. 

7 1) as 

¢ a 

a a pf Mt Deg 2 rT 

Answering the question is a card: 
“An Opera Pump because it is the 
most flattering shoe style, a classic 
having survived the changing fash- 
ions for centuries; A Tango pump 
because Macy’s, realizing the im- 
portance of the shoe, has styled it 
with extreme care, giving it fea- 
tures found nowhere else in New 
York.” 

Dramatic interest is added by the 
collection of pump styles of past 
centuries, some from the United 
Shoe Machinery Corporation col- 
lection; others from the Museum 
of the City of New York; and pho- 


tographs from the Metropolitan 
Museum and the Public Library. 


A further display is arranged in 

the department, in two cases. Eleven 
other cases in the department are 
devoted to Fall styles. Within a few 
hours of its opening, the effect was 
already noticeable in the depart- 
ment. 
THE farmer’s purchasing power 
this Fall is of tremendous impor- 
tance. The Department of Agricul- 
ture’s wheat export subsidy pro- 
gram is to be carried out by pur- 
chasing wheat and reselling it to 
exporters at a price enabling them 
to meet competition in the world 
market. 

The F.S.C.C. has arranged to bor- 
row $30,000,000 from the Recon- 
struction Finance Corporation to 
be used as a revolving fund in the 
exporting operations. First pur- 
chases under the program were 
made two weeks ago. 


ALBERT ARONSON staged a 
cocktail party at Coward’s, Green- 
wich Street, to show the new shoes 
of that famous comfort store to the 


fashion writers of New York. It 
was a gay party and tremendously 
interesting to note what progress 
has been made in styling comfort 
shoes on as many as sixty different 
lasts. For example, a bunion shoe 
for women so proportioned that the 
bulge was concealed by the flow of 
the pattern line. High style has 
come into what was once the most 
standard business in America. Full 
play was given to colors—Charcoal 
Blacks, Harvest Browns, Wine 
suedes, etc., and a range of soft 
shoes to continue the foot freedom 
that women had enjoyed in Sum- 


Here were some of the effects: 
“A sculptured style made of stretch- 
able Lastex suede that moulds to 
your foot like a glove to your hand. 
Sunray stitching offside treatments 
of gleaming black patent leather, a 
platform sole step-in and oxford 
and a completely different simu- 
lated ‘mudguard’ effect . . . all in 
soft black suede . . . contribute to 
a fashion picture that will make the 
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current Fall the most feminine in 
years.” 

It was a Fall fashion parade, 
unique in the Greenwich region. 





FFOUR years ago Dave Eisendrath 
of the B. D. Ejisendrath Tanning 
Company made a bet with Miss 
Anne Gormley, attractive and clever 
daughter of Jim Gormley of the 
Day-Gormley Leather Company, 
Boston, Mass., that she couldn’t per- 
fect her golf to the point of break- 
ing 80. Mr. Eisendrath promised 
her a set of fine matched clubs if 
she ever accomplished this feat. 

Recently, Miss Gormley scored a 
gross 77 on one of the most difficult 
golf courses in the Boston area. The 
result is that she is now the proud 
possessor of a fine set of matched 
irons and is awaiting further bets 
from Mr. Eisendrath that she can’t 
beat 77. 

Many a seasoned and experienced 
male golfer would be mighty proud 
of the record made by 18-year-old 
Anne Gormley. More power to her. 














“Is Europe headed for War? Well, as manager of the Niftie Booterie, handling women's 


super-style footwear, at the corner of 


and Main—and featuring this week a snappy 


new number in suede—! would say .......... 





WINTER has never been a good season to the shoe retailer for the 
reason that shoes for cold weather wear are generally bought in the 
late Fall. From early December through March there are few retail 
shoe stores that chalk up a great deal of profit outside of their slipper 


and other holiday merchandise sales. Winter has always been somewhat 
of a dead season but new life has been instilled in this period with the 
increasing popularity of Winter sports. 

It is true that department stores and sporting goods houses have 
garnered the cream of the Winter sports business. Larger budgets which 
allow for stocking a full ski boot line and the ability to supply the cus- 
tomer with a complete outfit has been largely responsible for this fact. 
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HIOWEVER, there is no reason why the shoe retailer should not gather unto him- 
self some of this business through the sale of ski boots and other footwear for the 
Winter sports fan. 

Promotion and display are the two inseparable means by which the retailer can 
build a seasonal business on Winter sports footwear . Naturally the customer has got 
to be shown that a store has what he wants. This can only be done through drama- 
tization of the merchandise. Ideas are many. Railroads print colorful and interesting 
posters which make excellent backgrounds. A pair of skis, poles, bright scarves, 
gloves and caps and other skiing necessities all help in putting the idea across. A good 
job of coordinating Winter sports with [TURN TO PAGE 26, PLEASE] 
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Platform Soles and Striking New Heel Shapes Are the 
Fashion Headliners in Fall Shoes 


¢ ao " ry 


Lower left to right: Heel trimming in 
smooth kid to match the throat trimming 
on thie kid suede stepin. Schwartz € 
Benjamin. 

For spectator sports this ghillie oxford 
carries an 18/8 built-up leather heei 
Walkover. 

This “Tailored Shag” in alligator lizard 
combines a flexible sole construction with 
a scalloped built-up leather heel. Gross- 
man. 

Square heel and toe and whole platform 
make for comfort and style in this walk- 
ing oxford. Johansen. 


different ways. One leading shoe designer has worked 
for months with a leading chemical company in per- 
fecting a filling containing rubber, cork and twelve 
other “ingredients.” 

Reports come from every quarter that women are 
buying platform soled shoes and are returning to buy 





more. From Dallas to Los Angeles to Chicago to New 
York, the story is the same. 

Last Spring the ultra-smart woman bought them. 
This Fall the chic woman wears them but so does the 
more conservative woman. She has learned to like 
their slightly clumsy look and she has discovered that 
there is undreamed-of comfort in that padded sole. 
(Just what we have bevn repeatediy saying in the 
RecorDER for the past six months.) One buyer, who 

[TURN TO PAGE 36, PLEASE] 


Left to right: “Poker Chips” heel in a pile 
of disks. I. Miller. The “Dutch Boy,” a 
much modified wedge. Schwartz 4 Ben- 
jamin. An 18/8 ilt-up leather heel. 

alkover. Scalloped built-up leather heel. 
Grossman. Square heel to match square 
toe. Johansen. 
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San Franeiseo Store 


Features 


Srey meso... 


Price’s Shoe Store in San Francisco Recognizes the Impor- 
tance of Display Space Used to Good Advantage. Increased 
Sales Result from Remodeling— Interest in the Store 
is Developed by Attractive Windows and Single Displays. 


SAN FRANCISCO stores are heeding the advice to 
modernize in a big way. Tieing in with the city-wide 
campaign to remodel in preparation for the 1939 
World’s Fair to be held here, most of the leading shoe 
stores have remodeled fronts, interiors, or both. This 
is particularly true of the merchants catering chiefly 
to women. Those serving men exclusively have now 
started to join the procession toward modernity. The 
latest among these is Price’s, an exclusive shoe and 
accessory store for men and one of the more striking 
shoe stores in San Francisco’s “Shoe Row” on famous 
Market Street. 

Completed for the Easter trade, Price’s was re- 
modeled inside and out and all new furnishings added. 
The style is moderne. An all-glass front of deep bur- 
gundy contrasts with stainless steel trims and richly 
sets off the unusually constructed display windows. 
A three-way porcelain enameled and neon sign com- 

[TURN TO PAGE 26, PLEASE] 


Left above—New front of Price’s Shoe Store in deep bur- 

gundy glass and stainless steel. The unusually constructed 

window allows for maximum visibility. Below—Interior of 
the store showing display set in the wall. 
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AUTUMN WINDOWS 


Promote Color This Season to Emphasize the 
Soft, Feminine, Elegant Styles in Apparel and 
Celor Co-ordinations Can Be 


Accessories. 


Made the Basis of Fall Displays and Internal 
Premotion, Pointing the Way to Extra Sales. 


by R. E. ANDRUSS 


THROUGHOUT apparel and accessory lines a better 
job than ever before has been done this season in 
color co-ordination, and stores featuring apparel are 
going after color promotions in a big way. You, too, 
will want to do everything possible to assist your 
salespeople in showing, and your customers in select- 
ing, correct shoe colors to match and contrast with 
Fall costumes. 

The understanding of practical color co-ordination 
—knowing what goes with what—is the way to many 
extra sales. Displays that VISUALIZE and DRAMA. 
TIZE the correct matching and contrasting of shoes, 
bags and other accessories to the costume should be 
used extensively. Practically every basic costume can 
use two sets of accessories. One set in which the shoes 
and bag match the basic color of the costume, and the 
other set with shoes and bag that give interesting accent 
through contrast. 

Briefly, the apparel colors are black (65 per cent to 
75 per cent); then browns, from red-brown to spice; 
greyed blues, wine, rusts and some green in lighter 
tones for casual costumes. The previous paragraph 
emphasized that colors should be VISUALIZED in pro- 
motions. This is so that window-lookers, customers, 
and salespeople will know definitely what you mean 











Coffee, India, Leaf, Burnished Chestnut, Mahogany. 

Match in shoes and handbags with brown costumes. 

Match also with brown furs on black or colored 

coats. Contrast with greyed blues, rust, bright green, 
grey and neutral mixtures. 


These sketches may be painted, or for greater origi- 
nality, made of colored paper, cut out and 
on to make a “paper picture.” 


when you name a certain color. To be different, vari- 
ous stores coin special names for colors. In five ads 
before me appear teal, Erin green, town green, laurel 
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Against a brown backgr ound place a tan streamer let- 
tered in brown COLOR’S THE STAR THIS SEASON. 
Make one big star having five colors—Brown, wine, rust 
blue and plum—on the points. Add other smaller 

stars in the Fall colors in different shades. 


Show shoes in color groups, using a card with a colored 
star at the top, and give the colors with which the 
weedeat -- qi peemehendent 


green. One ad calls teal “a distinctive new green.” 
Another says “teal blue.” The third describes teal as 
“soft green-blue very like Lelong’s “Mallard duck” and 
if you want to go further there are Renoir green and 
primeval green. Showing just what you mean when 
you name a color combination will prevent misunder- 
standing, and probably help to make sales quicker and 
oftener. Sample swatches of materials, paper in either 
dull or bright finish in correct shades, or cards painted 
in oil or water colors can all be used for visualizing. 
Another helpful angle to consider in color promo- 
tion is to check with apparel shops catering to your 





P| 











Porto Plum. Match in shoes and handbags with cos- 

tumes in plum tones. Harmonize with lilac , violet 

or grape tones. Contrast plum accessories with neu- 
tral mixtures, greyed blues, grey. 


class of trade to learn what colors are selling best, that 
you may give shoes and bags, to match or contrast, 
greater prominence in your displays. 

Some of the highlights observed in a review of color 
promotions among New York stores hold excellent sug- 
gestions. McCreery uses these counter cards for hand- 
bags: 

Svelt grey—ace high fashion for Fall. 

Fall 1938 and navy sails down the field. 

Rich brown calf in handbags to go with your brown furs. 
Berry-wine, rich, glowing as stained glass. 
Impeccable black calf, faintly formal well-bred note. 





WINE 


Chateau Wine and Berry Red, the Vintage Colors. 

Match in shoes and handbags to wine red costumes. 

Match them in shoes and other accessories to a wine 

jacket worn with a blue costume or with wine tones 

in mixed fabric. Contrast with navy, greyed blues, 
black, grey or violet shades. 











Rust—brilliant with brown, arresting with black. 

Plum—new, intense, vastly becoming. 

Wine—a newsful color right from Paris. 

Vintage—an exciting new color that blends with every- 
thing. 

Navy-—cool deep note, balance for lighter shades. 

Macy said, “Color begins in August with brown 
from head to foot,” and showed wool dresses in brown 
and rusts, all set off with brown suede shoes and bags. 
Sak’s 34th Street said, “Color’s the star this season— 
base your wardrobe on cattail brown.” Tailored 
Woman showed a grey suit trimmed with fox, with 
black shoes, bag and gloves, and three roses in pink 
to red on a black hat. This COLOR ACCENT in hat 
and dress trim or hat trim and gloves, or hat trim and 
*kerchief, with shoes and bag to match the costume 
color, 
bination, typical of the fashion was the grey coat with 
heaver (BROWN) fur trim with brown shoes, bag and 
gloves. 

A black dinner dress was accompanied by violet shoes 
and gloves (long) and a vintage red rose in the hair. 
A black velvet gown, strapless, with pink bodice trim, 
repeated at the bottom of the long skirt, used almost 
hidden black slippers. The card read “Prom trotters— 
our own trim black velvets from Marie Antoinette, com- 

[TURN TO PAGE 29, PLEASE} 


is in evidence often. Another interesting com- 





OUTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Who Then Will Carry the Inventory? 


MIERCHANTS have bought initial orders, smaller 
than ordinary, and you know what happens to a stock of 
thirty-six pairs of shoes when eight pairs are sold right 
in the middle of the run. If they are make-up shoes, 
it’s four to six weeks for a new stock and even if they 
are in-stock shoes, there’s a day or days’ delay. Already 
factories are getting the biggest single-pair business of 
their lives and that’s expensive to factory, to merchant 
and to customer. 


Better to buy fewer styles in more sizes and 
give the salesman at the fitting stool a chance to 


do his best work ever . . . for every pair sold to 


the customer is extremely important this season. 
Our hats are off to the retail store salespeople, for 
they are the men and women of the hour. It is 
their ultimate responsibility to sell the shoes— 
streamlined from material sources to final cash 
register sale. The important thing is to keep the 
sales staff enthusiastic, for in this amazing age 
high thrills are followed by terrible let-downs. 


Store life is no different from all life. We have 
high hopes when the stock market rises and political 
news is favorable and international news is not men- 

_acing—to be followed by low fears of war scares, 
..market drops and commodity declines. 
term Lhere are so many things, other than weather, affect- 
, ing.buying power of even so necessitous a thing as new 
Fall shoes. There should be one place of calm, effec- 
.tive and enthusiastic contact with the public and that 
‘point is at the fitting stool. The No. 1 thing right 
there is the right shoe, the right service, the right price 
and the ring of the cash register to seal it. 
_, We still believe this subject of inventory is of tre- 
mendous importance. If the shoe merchant won't 
carry an inventory of shoes and the shoe manufacturer 
won't carry a stock inventory, then the weight of the 
burden lies with the service of supplies and it is some- 
what of a question as to how much of a reservoir for 
immediate withdrawal can be carried by leather and 


material men who have been operating in red ink 
because of last season’s inventory losses. 

Overnight manufacture is something structurally impossible 
in shoes. Our office is right in the midst of the New York 
cloak and suit district and we see all around us examples of 
terrific speed-up in the dress-apparel trades. But shoes cannot 
be made that way. It takes planning of months between source 
and fitting stool. The assembly of a shoe in itself is getting more 
difficult because of the wide diversity of ingredients. 

We were in a tanner’s office recently when an order for 180 
feet of a special color came in, followed by six peremptory tele- 
grams for immediate delivery. The tanner can’t do the impos 
sible and doesn’t intend to put a barrel in his office in which 
to soak leather for a custom job—and at the same time act as 
a business man who, in a single afternoon, answers cables from 
Europe, attends a creditor’s meeting and buys a bottle of red 
ink to total his transactions. It was also very interesting to note 
that the workmen left in high glee at 4.00 p. m., while he 
sweated until well after 7.00 p. m. 


The whole structure of industry rests on today’s 
fitting stool. If there is a size and a fit and a sale, 
there is the possibility of a new order. Multiply this 
by the millions and we have good business. 

We are appreciative of the merchant’s viewpoint 
and the manufacturer’s dilemma, but we are still in 
a position of wide-eyed wonder that in a nation with 
the greatest wealth and the greatest purchasing power, 
we can maneuver ourselves into the position of being 
so timid and temperamental on making a little profit. 
Sure, competition is fierce—because no one will co- 
operate. We are really getting too smart for ourselves. 
Believe it or not, we made 323,000,000 pairs of shoes 
in 1935—worth $925,000,000, factory price. Three 
years later we make 388,000,000 pairs of shoes—worth 
$643,000,000, factory price. More shoes for less 
money! It isn’t that we don’t give the public the most 
for the money. It is that we don’t give ourselves a 
wee little chance to make a penny. 

Certainly shoes can go no lower for we see the red 
line in the majority of businesses engaged in shoes, 
from source to fitting stool. The reluctance to carry 
inventory may have something to do with the lack of 
appreciation of a profit. There are only two ways to 
make a profit—one by raising prices and the other 
by increasing volume. 
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MAKE PRINTS 


OF YOUR CUSTOMERS’ FEET! 


Fit Shoes 
Scientifically with 
D! Scholls 
PEDO-GRAPH 


A simple, reliable and ingenious ma- 
chine for taking impressions of the 
sole of the foot without the hose being 
removed. It registers an accurate heel- 
to-ball measurement on which standard 
shoe sizes are based. Shows condition 


of arches. Shows bearing points of the 
foot. Shows amount of elongation or 
widening. Shows how weight is dis- 
tributed over the foot and a world of 
other valuable information. 


PREVENT THESE 
SHOE COMPLAINTS 


“These shoes are too short.” 
Take a Pedo-graph print to determine how much the foot 
elongates when the body's weight is placed on it. Fit 
foot to size indicated on Pedo-graph print. 


“They are all out of shape.” 

A Pedo-graph print indicates immediately whether any 
foot trouble is present—such as weak or flat-foot which 
will cause the counters to run over, the shanks to break 
down, shoes to run over on the side and wrinkle, etc. 
When foot trouble is present, a Dr. Scholl Arch Support 
should be fitted to reposition the bones of the foot and 
remove excessive strain on the shoes. 


“I simply can’t wear these shoes.” 
A Pedo-graph print indicates the last best suited for the 
individual's feer—whether inflare, outflare, wide tread 
at the ball, etc. A foot fitted with an incorrect last soon 
causes the shoe to lose its shape, burn and cause discomfort. 


“They didn’t wear well.” 
Pedo-graph prints indicate foot troubles that cause shoes 
excess wear. A callous on the bottom of the foot cause 
shoes to wear prematurely on the sole. A Dr. Scholl 
Anterior Metatarsal Arch Support should be fitted to 
restore the bones to their normal position. 


HOW IT WORKS: The rubbersheet upon which the stock 


inged foot is placed is inked on the under 
side, and che impression is made on a paper chart. The rubber is then 
released and automatically wound around a spring roller, which at 
the same time re-inks the rubber sheet. The figure on the chart gives 
Shoe size and last and indicates the various foot troubles which 
symptoms appear on the sole of the foot. 
By keeping a print in your file you can build 
up an excellent mailing list. > 
The prints are taken home, shown to the 
family, neighbors and friends. Your name 


is imprinted—naturally, this means of ad- 
vertising brings you new customers. 


Cri 


Normal Weak Fiat Calloused 
Foot Foot Foot Foot 


Regular size Pedo-graph, complete with 1,000 imprinted 
sheets and bottle of imk......... - $12.00 
Child's size, complete as above. ...$10.00 


Advertise Your Pedo-graph 
. . « its profitable . . . 


we furnish complete electrotypes! 


This class of advertising is of the utmost importance to every man, woman and child. 
Everyone wants Foot Relief and wants to know why their shoes break down and wear 
out sooner than they should. Advertising your Pedo-graph gives you something new 
to talk about—you'll find it profitable. Electros furnished free. 


THE SCHOLL MFG. CO., INC. 


Largest Manufacturers of Foot Appliances and Remedies in the World 
213 W. Schiller St., Chicago 62 W. 14th St., New York 
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PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 
G/C Splitting Machine — 


Model E are available to 


all Sbicca-Del Mac licensees 
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for PRECISION 
and EFFICIENCY FOR LOCKSTITCH 


in iI , SOLE 
ATTACHING 





Shicca-Del Mac process of stock fit- 

ting requires particular accuracy and 
uniformity in the preparation of out- 
sole and innersole. Because both 
pieces are derived from one sole, 


precision in sole rounding and sole 


FOR CEMENT splitting are very important. 


caci The soles of Sbicca-Del Mac shoes may 


. be attached by any of four standard 
processes: Cement — Lockstitch — 
McKay Sewn — Goodyear Welt. 


Complete G/C Equipment for stock- 


@ct SOLE 


fitting and attaching the soles of — stitcnine 
MACHINE 


Sbicca-Del Mac shoes affords manu- “OPEL ¢ 
facturers the advantages of maximum 


operating economy at lowest avail- 
- 
able machine costs. 


Gt CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


bone POS KS _ ree =: —s += re ms Sate ead 7z 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Boots for Winter Sport and Leisure 


[CONTINUED FROM PAGE 15] 


merchandise is done each year at the 
International Winter Sports Exposi- 
tions held early in December of each 
year in Boston and New. York. With 
the increasing popularity of Winter 
sports, many cities throughout the 
country may, if they do not already, 
hold like exhibitions. Many practical 
suggestions in the matter of display are 
open to the wide-awake shoe merchant 
at these showings. 

There are two essential factors neces- 
sary in a good boot. One of these is 
rigidity and the other is resistance to 
moisture. The former because of the 
necessity of the boot fitting snugly and 
tightly in the ski bindings which would 
not be possible with a flexible sole. The 
latter is self evident because wet feet 
can cause a lot of discomfort to the 
wearer. 

Ski boots are made as sturdy and 
as waterproof as possible. Heavy soles, 
with a steel shank, either wood pegged 
or double-stitched, make the sole as 
nearly inflexible as possible. Uppers 
are mostly of heavy elk or veal, oil- 
treated and as nearly waterproof as 
it is possible to get leather. Heavy 
welting also is uged on many styles to 
aid in keeping the foot dry. 

The manufacture of ski boots in this 
country is of fairly recent origin, but 
in the past few years has made tre- 
mendous strides so that today Ameri- 
can-made boots rival any of those made 
abroad. True, many European features 
have been incorporated into American 
boots but in general these have been 
improved on and where abroad, various 
methods of hand-stitching were the 
only way that tricky bits of sewing 
could be done, machines have been built 
in this country to do this job. 

There is, of course, a big market for 


the customer who doesn’t ski but en- 
joys getting out in the snow. Two of 
these are shown with the women’s 
shoes on page 15. Two essentials 
necessary in these boots are their 
warmth and resistance to moisture. 
These, although built somewhat after 
the pattern of the ski boots, are lighter 
in weight and more flexible. 

Another line that should go hand-in- 
glove with shoes for outdoor wear is 
the after-skiing or lounging shoes. 
These are made in various patterns «nd 
styles and make an attractive and 
saleable addition to the Winter sport 
shoe line. 


San Francisco Store 
Features Displays 
[CONTINUED FROM PAGE 19] 


pletes the striking effect. The left-hand 
window is of the round type, giving 
maximum display space and allowing 
for a large vestibule and side door 
where customers may roam and win- 
dow-shop without being disturbed. The 
vestibule leads to an inner window and 
to the left is a tempting eye-level win- 
dow for special displays. This latter 
window, also curved, attracts a great 
deal of attention. The backgrounds of 
the windows are in clear white. Ad- 
vertising panels are changeable. 

The interior of the store is done in 
bone-white with set-in displays for 
merchandise. Woodwork is of bleached 
mahogany. Incidentally, Price’s is the 
first store in the city to use bleached 
mahogany and it is attracting attention 
from both customers and other mer- 
chants. The store name is repeated on 
inside walls in bronze letters. 

Eighteen new armchairs in henna 
leather and stainless steel increase the 
store’s seating capacity by six chairs. 
There is considerably more space for 
stock, display and movement of cus- 
tomers since the remodeling. Part of 
this additional area has been utilized 
for an open-display hosiery case of 
natural wood to show off brightly- 
colored socks and hose. 

In addition to a full range of men’s 
footwear and accessories, Price’s spe- 
cializes in riding boots, jodhpurs, cow- 
boy boots and similar outdoor footgear. 

B. W. Price, the owner, is receiving 
congratulatory comments from both 
customers and fellow merchants on the 
effectiveness of his new store. Busi- 
ness is showing an increase since re- 


opening. 





Reopens Store on 15th 


Anniversary 


Green Bay, Wis.—Loyal Clabots ob- 
served his fifteenth anniversary in the 


retail shoe business here with the 
formal opening September 1 of his 
transformed shoe store. 

Front of the new shop is in ivory 
colored structural glass with black and 
crimson trimming. The interior pre- 
sents a large single room, 60 by 20 feet, 
with all shelving recessed and the side 
walls combining to form an oval at 
the rear. The office is concealed be- 
neath ‘a stairway and the woodwork is 
in primavera and walnut. 

Fixtures include natural maple chairs, 
upholstered in pigskin in the men’s sec- 
tion and a parchment type leather for 
the women’s department. Ornate small 
displays with mirrors are used midway 
in each sidewall for featured displays. 

Clabots’ Shoes, one of Wisconsin’s 
smartest shops devoted exclusively to 
retailing of fine footwear, incorporates 
the newest ideas in t, dis- 
plays, decoration, illumination and stock 
control. 


Fort Lauderdale Sales Increase 


Fort LAUDERDALE, FLoriIpaA — Fort 
Lauderdale has come into the limelight 
because of its splendid showing for 
the month of June when it led the en- 
tire nation in percentage of increase 
in retail sales as well as in credit 
sales, according to figures compiled by 
the research division of the National 
Retail Credit Association. June sales 
were 8 per cent above those for the 
same month of 1937, while the entire 
group surveyed showed an average de- 
crease of approximately 10 per cent. 
A visit to the Lauderdale Shoe Store 
in an effort to find out how this store 
along with the others could show such 
a happy advance, and that in the face 
of the stiff competition given by Miami 
—less than fifty miles south and rec- 
ognized as a style center for shoes— 
revealed that while high fashion shoes 
are carried at all times, there is no 
attempt to compete with the many 
styles offered in Miami. Lauderdale 
has a population of 16,000. Only a 
comparatively small volume of shoe 
business can be expected. This store 


follows closely the general high fash- 
ion trend and stocks a limited amount 
of good shoes, in a range broad enough 
to satisfy all classes of customers look- 
ing for style merchandise and content 
with good lines, good material, color 
and fit. For Fall wear this shop is 
predicting that black will be in high 
favor and is preparing to stock accord- 
ingly. Blue will be a close second with 
British tan not far behind. They are 
looking forward to a volume in novelty 
shoes—open toes and open shanks, with 
a lot of stepins selling. For Fall and 
early Winter they have stocked wedge 
soles, in both rubber and leather, and 
predict that this type will be tremen- 
dously popular, particularly with the 
younger group. It is going to be the 
big back-to-school shoe. 

Gabardine with patent trim will be 
outstanding in a dressy type for Fall 
and ali through the resort season, and 
will place second in importance in the 
shoe picture. Kid will be first, with 
calf or buck suede third. Maulticolors 
are dead and are not being stocked. 
Two-tones, however, are considered 
sure to go over well. 
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Misleading Sale Ads Hurt 
Retail Prestige 


NOT long ago, a metropolitan department store ran 
a large ad in the New York papers, announcing the 
fact that it was holding a sale of much of the regular 
stock in its shoe department. Adequate stocks in all 
sizes, styles, leaihers, and colors were emphasized in 
the ad, together with the invitation to the customer to 
come in and replenish her shoe wardrobe. Leathers 
listed in the advertisement included suedes, calfskin, 
kid, reptiles, as well as gabardines, in a full range of 
sizes and colors. The reader might form the impres- 
sion that this store had made a special purchase in 
order to offer its customers an exceptional opportunity 
of buying needed shoes at a reasonable price. 

When, on the morning of the first day of the sale, a 
customer asked to see a shoe in any material but suede 
or gabardine, she was informed that there were none 
available. “You advertised them,” she protested. “You 
specified in your advertisement that you had a com- 
plete stock of leathers and colors, and you mentioned 
calfskin, kidskin, and reptiles as being among the 
leathers on sale.” The salesman was nonplussed. 
Finally, he called the floor manager, who suggested 
that the customer return in two weeks or so, when the 
new purchases would be made. 

This may not be misrepresentation, when a strict 
definition is considered, but it comes dangerously near 
it. Perhaps there were some half-a-dozen or even a 
dozen pairs of smooth leather shoes in stock. What is 
important, however, is the fact that the store advertised 
complete assortments in all leathers and colors—when 
there were no complete assortments in those leathers 
in the department. The store may have felt itself cov- 
ered, legally, by the few pairs it may have had on 
hand, but the fact remains that in the customer’s mind 
it is misrepresentation—and customers have long mem- 
ories. 


Watch Money in Rush Hours 

“All shopkeepers are interested in learning how to 
detect counterfeit money, and what to do to protect 
themselves against the counterfeiter,” Frank J. Wilson, 
chief of United States Secret Service, wrote to all police 
departments and peace officers recently. “You will earn 
the admiration and friendship of the shopkeepers in 
your district if you will relay the above information to 
them and warn them to look out for strangers making 
a small purchase with a $5, $10, or $20 note during rush 
hours. As you know, rush hours are the favorite time 
for the passer of bogus money to ply his trade. If the 
shopkeeper doubts the genuineness of a bill handed him, 
advise him to detain the passer on the pretext of getting 
change, and call police headquarters at once.” 





SKIBOOTS 


They are designed and built by men who Know 
Boots—by men who have studied the boot require- 
ments of this growing national sport. You can meet 
this growing demand with “Original Chippewas”. 
Behind you are the years of experience in produc- 
ing high quality boots and shoes, and the complete 
facilities of our stock department. Write for our 
catalog which illustrates the entire line of boots, 
work shoes, and dress shoes. 


4190—The Professional 


4190 — Skimore. The Profes- 
sional. Instep strap pattera of 


shoe is full feather lined vamp 
and quarter, plain toe with extra 
rd toe . full grain gusset, 


E 
width, sizes 6-11 


4234—The Semi-Pro 


4234—Yosemite, Welt. Semi 
instep strap pattern, 
oak soles with extra 
my from ball to heel. Plain 
toe, extra hard box, Ski heel 
with leather and rubber top lift, 
full grain leather lined 
toe, outside counter pocket, all 
brass eyelets, grain insole, steel 
arch, ski laces, felt top 
. Norwegian sole 
protectors. Last 51, in 
oom EE width, sizes 
-11. 
4235-——Same in Women's 
Last 56, in stock D 
width, sizes 3%-8 
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As Told in Southwest 


SHOE stores and shoe departments in many of the prominent apparel 
shops of the Pacific Coast and the great Southwest have long been 
recognized as among the nation’s leaders, not only in advanced styling 
but likewise in merchandising methods and promotion. So far as 
styles are concerned, these stores have to be right up at the head of the 
procession. Geography and climate have seen to that, for in this sec- 
tion of the country selling seasons start early. Merchants are not satis- 
fied merely to be among the first to show the new things, however. 
They also want to be among the foremost in promoting them. 

2 => ie; The accompanying reproductions of ads that have appeared already 
WA, ‘KO, WE this season in newspapers of some of these Southwestern and Pacific 
a WALKQVER | Coast cities supply ample evidence in support of the excellent quality 
of newspaper promotions in that region. Many others have been pub- 

[TURN TO PAGE 32, PLEASE} 
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Autumn Windows 
Stress Colors 


[CONTINUED FROM PAGE 21] 


plete even to hoops!” And Saks 5th 
Avenue showed several windows of 
“Album fashions.” Another card, 
where the new high hair-dress was 
featured, read “Your grandmother was 
a lady, too.” Albums, daguerreotypes 
and other relics (or antiques) brought 
down from the attic will give fine 
“atmosphere” for both your promotions 
—color and lady-like styles. 

The following are typical of the 
colors that may be suggested to match 
or contrast with the Fall costumes: 

With brown costumes use matching 
shoes and bag, with accent of blue or 
rust in other accessories. For contrast, 
select rust tones in shoes and bag. 

With rust and tan costumes use 
matching shoes and bag, with contrast 
accent of blue in other accessories. For 
contrast select brown shoes and bag, 
or marine blue shoes and bag. 

With chateau wine and berry red 
costumes wear matching shoes and 
bags, with bright blue accent in other 
accessories. For contrast, select marine 
blue shoes and bag. 

With plum costumes wear matching 
shoes and bag, with Parisian blue ac- 
cents in other accessories. For con- 
trast use marine or Parisian blue shoes 
and bag. 

With marine blue costume use match- 
ing shoes and bag, with red accents in 
other accessories. For contrast use 
rust tones in shoes and bags. 

With greyed blues contrast wine 
shoes and bag. Brown shoes and bag 
make another contrast. Rusts and plum 
also make good shoe and bag contrasts 
with greyed blues. 

With black costumes match shoes, 
gloves and bag with a high-color note 
in other accessories such as hat and 
dress, hat and ’kerchief. For contrast 
select wine shoes and bag. 

With black or colored coats trimmed 
in brown fur, use shoes and bag to 
match fur. Let hat and gloves match 
the color of the coat. 

With plaid costumes use shoes and 
bag to pick up one of the tones in the 
plaid. If the skirt is plaid with solid 
color jacket, match the jacket color. 
Another idea is to pick up the predomi- 
nating color of the plaid in the shoes 
and use laces to accent a minor color 
in the plaid. 

The surfaces of the shoes and bag 
can be used to gain interesting accents. 
For example, a suede to contrast with 
the shiny “bumps” on a matelassé 
fabric, while blending with the dull 
surface tone of the weave. 

The association of trimming details 
is another interesting angle to watch, 
particularly when the shoes and bag 
are in the same color as the costume. 
Often they will serve to prevent 
monotony. 





St8 a messy... 
costly job... 


... to cut, fit and cement felt cookies and met pads—a thank- 
less job most times, too, because customers soon expect this 
costly attention. 


You can convert this loss into a handsome profit by slipping 
Trimfoot into a customer's shoe. There's no muss or fuss 
because Trimfoot is always ready to use...always provides 
instant relief at the exact spot needed...and is always ready 
to save a sale. 


Make a test. Send for a free pair of Trimfoot today. Your 
name and shoe size on a penny postcard is all we need. 


is Saad 2 Sl aa 


‘68S /nmfoot *1%2 


PAIRS 


WIZARD COMPANY 
ST. LOUIS,MO. +¢ + WALSALL, ENG. 


Canadian Distributors: Canadian Specialties Lid.. Hamilton, Ont. 


Retails For 





WHEN BUYING 
SPRING SHOES 


i—Adams Buckskin Co., Inc. 
Johnstown, New York 

2—Agoos Leather Companies, Inc. 
Boston, Mass. 

3—Allied Kid Company 
McNeely & Quaker Divisions, Philadelphia, Pa. 
Standard Division, Boston, Ma 


ss. 
New Castle Division, New York, N. Y. 
Sterling Division, Wilmington, Del. 


4—Amalgamated Leather Cos., Inc. 
Wilmington, Del. 


5—William Amer Company 
Philadelphia, Pa. 


6—American Hide & Leather Co. 
Boston, Mass. 


7—Carl Antholz, Inc. 


New York, N. Y. 


8—Armour Leather Company 
Boston, Mass. 


9—Peter Baran & Sons, Inc. 


Harrison, N. J. 


10—J. S. Barnet & Sons, Inc. 
Boston, Mass. 


| 1—Barrett & Company, Inc. 


Newark, New Jersey 


12—Lucius Beebe & Sons, Inc. 
Boston, Mass. 


13—Beggs & Cobb, Inc. 
Boston, Mass. 


14—Besse, Osborne & Odell, Inc. 
Boston, Mass. 
15—-Benz Kid Company 


Lynn, Mass. 


16—Bissell Leather Co. 
Peabody, Mass. 


17—Brandt Leather Corp. 
Norwood, Mass. 


i8—C. D. Brown & Co. 
Rochester, New York 
19—Burk Brothers 
Philadelphia, Pe. 
20—W. D. B & Sons of ° 
yen 8 Maryland, Inc 
21—Carr Leather Co. 
Peabody, Mass. 
22—Colonial Tanning Co. — 
Boston, Mass. 
23—Diamond Kid Compan 
Boston, Fang y 
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LEATHERS 


24—F. C. Donovan, Inc. 
Boston, Mass. 


25—Donnell & Mudge, Inc. 


Salem, Mass. 


26—Dungan, Hood & Co., Inc. 
Philadelphia, Pa. 


27—Eagle-Ottawa Leather Co. 


Grand Haven, Michigan 


28—John R. Evans & Co. 


Camden, New Jersey 


29—S. B. Foot Tanning Co. 
Red Wing, Minnesota 


30—A. F. Gallun & Sons Corp. 


Milwaukee, Wisconsin 


31—Goniprow Kid Company 


Lynn, Mass. 


32—Griess-Pfleger Tanning Co. 
Boston, Mass. 


33—Gutmann & Company 
Chicago, Ili. 


34—L. H. Hamel Leather Co. 
Haverhill, Mass. 


35—Thomas B. Harvey Leather Co. 
Philadelphia, Pa. 
36—Hiteman Leather Co., Inc. 


West Winfield, N. Y. 


37—E. Hubschman & Sons, Inc. 
Philadelphia, Pa. 


38—Hunt Rankin Leather Co. 
Boston, Mass. 


39—Irving Tanning Co., Inc. 
Peabody, Mass. 
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A Sample Service for Boot and Shoe Recorder Readers 


KNOW your leathers and you will be better 
equipped to buy the shoes that you can sell suc- 
cessfully and profitably. Read the advertisements 
of the tanners in Boot anp SHOE Recorper, Sept. 3 
issue. See the new Spring leathers on display at the 
Waldorf-Astoria, New York, Sept. 12-13. Then 
select from the list on these pagts the leathers 
and colors in which you are interested. Note 
the numbers opposite the tanners’ names on 


this and the foregoing page and check on the 
coupon below the numbers of tanners from whom 
you would like to receive swatches. Please indicate 
whether you desire swatches for Men’s or Women’s 
Shoes. Mail the coupon to Boot anp SHOE 
RECORDER and we will do the rest. Coupons MUST 
be received not later than October 15th, since the 
co-operating tanners will be unable to supply in- 
dividual swatches after that date. 


51—Ohio Leather Company 
Girard, Ohio 


52—Charles L. Pierce, Inc. 
New York, N. Y. 


53—Fred Rueping Leather Co. 
Fond du Lac, Wisconsin 


54—John J. Riley Co. 


Boston, Mass. 
55—Scherer Leather Company 


Cudahy, Wi 


40—A. C. Lawrence Leather Co. 
Peabody, Mass. 


41—G. Levor & Company, Inc. 
New York, N. Y. 


42—Lewis Leather Company, Inc. 
Boston, Mass. 


43—Hermann Loewenstein 
New York, N. Y. 


44—Malis Leather Compan 
ae 


45—Marcus, Forscher & Company 
New York, N. Y. 


46—McNeely & Price Co. 
Philadelphia, Pa. 


47—Mitchell & Peirson, Inc. 
Philadelphia, Pa. 


48—Monarch Leather Co. 


Chicago, Ill. 


49—R. Neumann & Co. 
Hoboken, N. J. 


50—Northwestern Leather Co. Trust 





56—Seton Leather Company 
Newark, N. J. 


57—Samuel Shapiro 
New York, N. Y. 


58—Surpass Leather Company 
Philadelphia, Pa. 


59—Albert Trostel & Sons Company 


Milwaukee, Wisconsin 


60—Winslow Bros. & Smith Co. 


Norwood, Mass. 


61—Richard Young Company 
New York, N. Y. 


| am interested in the leathers and colors of the following lines. Please send me 
swatches and information on the checked numbers. 


[1—2—3—4-—-5—6—7—8—9— 10 — 11 — 12 — 13 — 14 — 15 — 16 — 17 — 18 — 19 
20 — 21 — 22 — 23 — 24 — 25 — 26 — 27 — 28 — 29 — 30 — 3! — 32 — 33 — 4 — 35 — % 
37 — 38 — 39 — 40 — 41 — 42 — 43 — 44 — 45 — 46 — 47 — 48 — 49 — 50 — 5! — 52 — 53 
54 — 55 — 56 — 57 — 58 — 59 — 60 — 6/ 


I should like these leathers for Men’s Shoes for Women’s Shoes (_) 


239 West 39th Street 
New York City 
Leather Service Section 


Name (Print) 
Address 


JOUT ano SHWE HECORUER 


(Attach business card or letter-head) 
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fe ” , 


lished that are equally attractive and doubtless equally \F 

effective from the standpoint of stimulating early Fall | 
business. But these few suffice to show the trend of 
Fall publicity to date and also furnish an indication of 
some of the styles that the smart shops are playing up. 
Although style authorities concede that they may 
play a relatively minor part so far as volume is con- 
cerned, platform soles are being featured prominently 
in the early Fall advertising, not only in this particular 
section, but throughout the country. Many stores that 
are recognized for their fine fashion discrimination, 
are giving increased prominence to kid skin. Black, 
brown and the wine shades are prominent among the 
early Fall colors. Camisole ties are getting quite a 
[TURN TO PAGE 47, PLEASE] 


yon 
cs foes oh oad fre nn teem ? 
Ser 
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Remodeled Chandler Shop 
Opened 


New OrLeaNs, La.—The Chandler 
Boot Shop, 811 Canal Street, formally 
opened its remodeled women’s shoe 
store on September 3. The new estab- 
lishment, according to Frank P. Ricca, 
Chandler southern district sales man- 
ager, is one of the nation’s most mod- 
ern and outstanding shoe shops for 
women. 

Completely remodeled inside and out, 
with new fixtures to add beauty and 
charm and air-conditioned throughout 
to insure perfect comfort, the new store 
is conservative in taste but extravagant 
in appearance. It is brightly colored, 
yet restful. 

The entrance is impressively trimmed 
with Alabama white marble and the 
floor of the vestibule is terrazzo with 
entrance doors of light panels. Dis- 
play windows are equipped with the 
most modern type of illumination. 

The color scheme of the interior is 
predominantly bone white, very soft in 
color, with light maple woodwork and 
full-length panel mirrors. Floors are 
covered with rich carpets in a dark 
blue design and chairs have blue plush 
upholstery to harmonize. Subdued 
lighting adds another note of refine- 
ment to the luxurious appointments. 

The hosiery and bag departments 
are located just within the entrance. 

“Nothing has been spared,” asserts 
Anthony Calcagno, store manager, “to 
assure New Orleans women a truly 
beautiful salon befitting their loyal 
patronage during the past 13 years. 
We have added comfort and attractive- 
ness to every department.” 

Offerings from the shoe style centers 
of the nation were available for the 
opening. 

Commenting on the Fall styles, Mr. 
Ricca stated, “Black will, without ques- 
tion, be the predominant color and the 
most popular styles will be ‘high-rid- 
ing.’ Suedes of this type are going 
to be very much in demand. Platform 
soles are the very latest styles for Fall, 
though the soft, draped effects and chic 
dressmaker pleats will come in for 
their share of attention.” 


Shoe Exports to Puerto 
Rico High 

Sales of Ameri¢éan made_ leather 
shoes to Puerte Rico were the second 


highest of all time during the fiscal 
year, 1937-38, falling only 5 per cent 


behind the island’s record-breaking 
purchases of 1936-37, according to a 
statement by the Puerto Rican Trade 
Council, based on U. S. Department of 
Commerce. 

“Retaining its unique position of 
buying more leather shoes from the 
States than all foreign countries com- 
bined, the Caribbean territory last 
year purchased 2,797,000 pairs of 
shoes from business concerns here, as 
compared with 2,955,000 pairs in the 


Stock No. 2900. Sad- 
dle Oak leather. 
Available Narrow 
and Wide widths. 
Sizes 6 to 12, $3.25 
Terms 5% 30 days 


No Counter, 
No Linings, 
One Piece Pattern, 
Half Double Sole 


Here’s an “extra pair” type shoe with tremendous pro- 


motional possibilities. 


It’s new, it's different—a sensation everywhere it’s shown. 


Made over a new last specially developed for the “Klomp.” 


NOTICE: Factory production sold until October 
20th. Orders FOR MAKE UP ONLY accepted in 
multiples of six pair to width, for delivery after 
October 20th, filled in same order received. 


WINTHROP SHOE COMPANY 


Division of International Shoe Co. 


St. Louis, Mo. 


*Holland’s word for “wooden shoe” 





preceding year,” the report states. 
“The value of the shipments, totaling 
$3,149,000, was three-tenths of one per 
cent greater than in 1936-37, and was 
the largest dollar expenditure since 
1928-29. 

“Sales to the island included 1,056,- 
900 pairs of women’s and misses’ 
shoes, 949,100 pairs of men’s shoes, 
185,300 pairs of youths’ and boys’ 
shoes, and 488,000 pairs of infants’ 
and children’s shoes. The shipments 
also included 24,000 pairs of slippers.” 

The island’s total purchases from 
the States amounted to $84,988,000 in 
the fiscal year, a decrease of 6 per cent 
as compared with the preceding year 
the report says. 


Braided Sport Shoes 
Good for Fall 

Los ANGELES, CALIF.—Orders being 
received by the Los Angeles Shoe Manu- 
facturing Co. on their newly-developed 
braided upper, crepe-soled oxfords and 
sandalized oxfords for women and 
growing girls, indicate that shoe stores 
and departments in all parts of the 
country are planning extensive Fall 
promotions on these sport and school 
shoes, Henry T. Roopenian, sales mana- 
ger for the company, stated. Suede 
and calf braided effects in burgundy, 
copper and blue for Fall sports wear 
are having a country wide acceptance. 





Governors Extra Pair 


Congressmans Despair 


Bagging ballots is no easy game. It's tough on 
the throat, the hands, the feet. 

While wending through a western state on the 
hunt for the elusive vote, a gentleman, craving 
a seat in Congress on the ticket with the Gov- 
ernor, found the trek made a wreck of his feet. 

To keep his running mate from going on a sit- 
down strike, the Governor fetched forth his extra 
pair of Wright Arch Preservers. Needless to say, 
the man who wanted to make laws found the 
exclusive comfort of these smart shoes to his 
liking. So he went out and flayed his flock until 
they saw things his way and sent him round- 
tripping to Washington. 

Not for the Congressional Record, but we have 
it straight from the Raleigh Haberdasher, Wash- 
ington, D. C., the first motion our new Congress- 
man seconded was that his feet should enjoy the 
four health features of Wright Arch Preserver 
Shoes. Now, the moral of this true story is that 
you'll find life-long Wright Arch Preserver cus- 
tomers in every walk of life. And you'll find our 
special franchise something worth writing for. 
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| “Saranac,” lightly boarded leather with mellow feel, by Mon- 


arch Leather Company, was used in making this attractive soft 


| toe walking shoe. This type of leather is becoming increas- 


ingly important in tailored shoes. 


Manufacturer reversed the usual procedure in making this in- 


| teresting Norwegian men’s shoe pattern of white buck and tan 


calf, extremely practical from a cleaning standpoint. M. A. 
Packurd Co. 


The Fashion Accessories Pictorial for Fall and Winter, 1938, 
recently presented by the National Authority for the Ladies’ 
Handbag Industry at the Hotel Astor, New York, dramatized 
American Handbag Design Originals made of American 
Leathers. Top left, reading clockwise: Black calfskin from 
Ohio Leather Co. The metal frame of this bag takes a con- 


| trasting leather inset. Platform bag of reversed leather in 


AlLSpice, from American Hide & Leather. R. Neuman’s red 
softie calf is used to make this bag. Black mat calf with 
interesting handle from Ohio Leather Co. 
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Saturday. 


September, 10, 1938 


Natienal News 





Busy Program for Empire State Shoe Men 





Sessions at Syracuse, September 18-20, Planned to Allow 
Plenty of Time for Retailers to Inspect New Styles, However 


Syracuse, N. Y.—‘“Eyes of New 
York state shoe retailers and the manu- 
facturers and travelers who sell their 
merchandise in this state will be on 
Syracuse September 18, 19 and 20, 
when the New York State Shoe Retail- 
ers Association will hold its twentieth 
annual convention at the Hotel Onon- 
daga here,” observed Chairman Ernest 
N. Park,-of the Convention Committee, 
this week. “There are many problems 
concerning the shoe business that we 
hope will be threshed out, and for this 
purpose there will be two open forums, 
Monday and Tuesday morning, follow- 
ing association breakfasts. On Mon- 
day evening we are going to relax, 
forget shoes and enjoy ourselves at our 
annual banquet.” 

Mr. Park, who as general chairman 
is staging the sixth convention of this 
association to be held in Syracuse, and 
who has served two terms as president 
of the association, says the meeting 
will be unique in many ways. On Sun- 
day night the directors will convene in 
annual session with John Slater, of 
New York, chairman of the board, in 
charge. The reports of Leslie Gard- 
ner, treasurer, and other officers will 
be read, and following the business ses- 
sion a testimonial dinner will be served 
in honor of President Ernest A. Beau- 
mont, of Albany, 

Next year the convention is expected 
to go to Rochester, the “rotation plan” 
having been adopted at Syracuse three 
years ago. Chairman Slater will pay 


ERNEST A. BEAUMONT 


President New York State Shoe Retailers 
Association 


a tribute to the memory of two de- 
ceased directors, Ex-President Burt J. 
Gosper, of Elmira, and Mrs. Marie F. 
Carroll, of Cohoes, who died last week. 
Past-President of the N.S.R.A., M. A. 
Mittleman, of Detroit, who has stores 
in Rochester and Buffalo, and was 

[TURN TO PAGE 38, PLEASE] 


Shoe Club to Hold Second 
Golf Outing 


NEw York.—The Shoe Club of New 
York will hold a second golf outing at 
the Fenway Golf Club, White Plains, 
N. Y., on Thursday, September 15. 

The golf committee, under the chair- 
manship of Herbert Lehmann, is plan- 
ning an attractive day’s program in- 
cluding luncheon, all golf privileges 
(exclusive of caddies’ fees) and swim- 
ming in the pool at the club. There 
will be many attractive prizes awarded 
to the winners in the several divisions 
of play. Tickets to the outing are $3.50 
and may be secured from members and 
from Miss Morganstern, secretary of 
the Shoe Club at the club rooms at the 
Hotel McAlpin. 

Early reservations indicate a big 
turnout for the affair and all shoe men 
and their friends are cordially invited 
to attend. Luncheon will be served 
promptly at 12.30 p. m. and the tour- 
nament will start at 2 p. m. 

Route to the Fenway Golf Club is 
as follows: Hutchinson River Park- 
way to Weaver Street, turn right and 
keep straight on the road to the club 
which is on the dividing line between 
Scarsdale and White Plains. 


Brauer Bros. Set New 
Sales Record 


St. Louis, Mo.—A. J. Brauer, presi- 
dent of the Brauer Bros. Shoe Co., 
here, states that the company’s ship- 
ments for August reached a new all- 
time high for any one month in the 
history of the business. Mr. Brauer 
further reports that 1938, thus far, has 
been an exceptionally good year for 
the company. 
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Attention to Soles and Heels 


[CONTINUED FROM PAGE 18] 


has done unusually good business in 
these shoes, reports that the large num- 
ber of women with metatarsal troubles 
have found great relief in them. 

The style angle of these soles has 
been discussed many times in the RE- 
CORDER—the new area for color or sur- 
face contrast, or decorative stitching 
(the newest treatment we have seen). 
The popular mudguard trimming is, of 
course, just another way of emphasiz- 
ing the sole area of the shoe. 

Last Winter’s resort season which 
launched the platform shoe also brought 
out the wedge heel. They, too, had a 
comfort, as well as a style, feature. 
They proved ideal for walking and 
sightseeing over rough pavements be- 
cause the arch was supported at every 
point by the broad wedge. 

For sport shoes these heels have a 
definite function. In dressier types 
modified versions are preferred. The 
“Dutch Boy” heel, with just a slight 
extension into the arch is the most 
popular for tailored and dressier pat- 
terns. 

In the classic built-up leather heel, 


the comfort and style elements are 
both important. The leather makes 
the heel resilient for walking and the 
attractive gold and brown tones of the 
leather lifts combine well with colors 
in spectator sport leathers. > 

There are many sources of inspira- 
tion for the new heel shapes, from the 
old-fashioned spool bed post to the 
modern airplane pontoon. Here again 
is a new area for decoration. 

The square heel has a longer history 
and owes its origin to the square-toed 
ski boot with its walled last. In low- 
heeled walking and sports shoes, a 
square heel is added to balance the 
square toe. Just recently two leading 
last makers have found a way of us- 
ing the square toe and walled last on 
a high-heeled dressy pattern. The 
square toe has been narrowed and the 
walling modified to give a daintier 
appearance to the shoe. 

So, again we say it, watch your soles 
and heels. Any way you look at it— 
style or comfort—they are the center 
of interest in the 1939 shoe fashion 





Forsythe Store Opened 


in Colorful Setting 


Newark, N. J.—The new Forsythe 
shoe store at 753 Broad Street was 
opened to the public recently. The 
establishment, on which the concern 
has spent considerable money, has been 
widened six feet and is finished 
throughout in birdseye maple. The 
chairs are done in Morocco leather 
with chrome trim to harmonize. There 
is indirect lighting and air-condition- 
ing. Windows of the modernistic type 
were designed and draped by Jack 
Shenker of New York. They are 
draped in gold damask with mirror 
effect and show in the background, 
plastic fruit, depicting autumn. The 
bases of the windows, both bottom and 
top, are done in Alabama marble, trim- 
med with bronze. Another feature is 
the attractive lobby finished in colored 
Italian mosaic terrazza. Rubin Gran 
of Philadelphia is manager of the new 
store. 


Stewart’s Juvenile Store 


Opened 


SAVANNAH, Ga.—Formal opening of 
Stewart’s Juvenile Shoe Store, at 115 
E. Broughton Street, was held here re- 
cently. It is the first shoe store of its 
kind to be opened in Savannah and has 
for its motto: “From Cradle to Col- 
lege.” The store takes the place of the 
one operated at 203 W. Broughton 
Street for the past eight years. It is 
managed by Henry Shonfield and 
Charley Schwartz. 


P DELMAN 
£40 
BS 


. . say the Paris couturiers. But 
Delman was in Scotland afore them 
among them the Ferguson, the Prince of Wales, 
suede to make the neates¢ little oxfords of the fall. 
Using his excellent levee last that foreshortens the 
foot so cannily. $18.75 

Bergdorf Goodman join in this new Scotch game 
with a sporran-bag ($10.50) and cuff 
gloves ($7) in the same clan plaids. 











All our salons are ar condinoned 


BERGDOR 


STH AVENUE aT SETH STREET 
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Webster Shoe Corp. to Move 


WEBSTER, Mass.—The Webster Shoe 
Corp., employing about 700, is planning 
to take over part of what was for- 
merly known as the North Webster 
Slater Mills, and move machinery from 
the present plant to the new location. 

According to present plans, the new 
location will be occupied about Oct. 24. 
The leases on the new location have 
not as yet been signed, Jesse Aaron- 
son, general manager said, but the deal 
is expected to be completed within a 
short time. It was expected that with 
the increased space available, the shoe 
factory will expand and enlarge the 
working force to about 900. 

Eugene P. Martel, owner of the 
bvilding in which the factory is now 
located, said that a new company will 
move into the plant when vacated by 
the Webster Shoe Corp. He said the 
Webster Factory Trust, formed to pur- 
chase the building, will have its choice 
of three shoe manufacturers who wish 
to locate here. 

The building to which the Webster 
Shoe factory will move is owned and 
occupied in part, by the B. & W. Foot- 
wear Company a concern recently 
moved here from Worcester. 





Old Shoe Firm Discontinued 


NEw ORLEANS, La.—The Monteleone 
shoe store, located for more than a 
quarter of a century at the corner of 
Royal and Iberville Streets in New 
Orleans, has discontinued business. 
The site, which is in the heart of the 
city’s “Vieux Carre” and on a street 
given over mainly to antique stores 
and gift shops, will itself house an 
antique shop after October 1. 

Operated for many years by the 
Monteleone Hotel interests, the store 
was sold by them some three years 
ago and has been operated since that 
time by Charles Razza, who had been 
associated with the store for some time 
previously. 


Big Demand for Boots 


CHARLOTTE, N. C.—Riding boots and 
field boots are big items in the shoe 
department of Belk’s, leading Char- 
lotte department store, which has just 
moved into its new home. Belk’s, ac- 
cording to A. Shelton Harrell, mer- 
chandise manager for shoes, has more 
than 300 customers for riding boots 
alone, ranging from girl graduates of 
riding academies to hard-riding plan- 
tation owners. Field men for the Duke 
Power Company are responsible for 
much of the store’s trade in field boots. 





Averill Opens Store 


CotumBia, S. C.—Harry Averill 
Shoes, Inc., has just opened for busi- 
ness at No. 16 Arcade Building. Mr. 
Averill, who was for 14 years con- 
nected with the Watson Shoe Company 
of Columbia, is carrying four lines of 
shoes in his new store. 
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Crego Store Reopens Women’s Department 


MD aa a 


Interior view of Crego’s after alterations were made to accommodate the new 
women’s shoe department. Byron E. Crego, proprietor, said the reception of the 
new department by the women of Harrisburg has been “far beyond expectations.” 


HARRISBURG, Pa.—A women’s shoe 
department has recently been opened 
in Crego’s Shoe Store, 15 North Third 
Street, for many years a haven for the 
buyers of fine footwear for men. 

In business for 30 years, Crego’s 
carried both men’s and women’s shoes 
up to seven years ago, but at that time 
discontinued women’s shoes for the ex- 
pansion of the men’s business. Addi- 
tional storage facilities now make it 
possible to feature complete lines of 
beth men’s and women’s shoes. 

The new women’s shoe department 
offers a nationally-advertised line of 
women’s footwear and an exclusive 
line of every-occasion style shoes cre- 
ated especially for Crego’s by one of 
America’s foremost women’s shoe de- 


signers and known as their “Encore” 
line. 





Many women who were formerly | 


customers are returning to Crego’s, 
and the new department has received 
many compliments from both old and 
new customers. The new department 
is under the supervision of William 
Generous, former assistant manager of 
the Bowman & Company shoe depart- 
ment. 

A large mail order business has been 
built up by the store over a period of 
30 years, and shoes are sent to almost 
every state in the Union. 

The business was founded by C. J. 
Crego, and since his death two years 
ago has been carried on by his son, 
Byron E. Crego, who has been asso- 
ciated with the firm for eight years. 





Mrs. Marie F. Carroll 


Conoges, N. Y.—After an illness of 
several months Mrs. Marie F. Carroll, 
proprietor of Carroll’s Cash Shoe Store, 
at 127 Mensen street, passed away 
Wednesday night, August 31, at her 
home here. For several years Mrs. 
Carroll has suffered with heart trouble, 
which was the cause of death. She won 
much distinction as the only woman 
member of the Board of Directors of 
the New York State Shoe Retailers As- 
sociation, and it was her ambition to 
attend the coming convention at Syra- 
cuse. . 


Booklet on Foot Care 


ROCKLAND, Mass.— The National 
Foot Health Council is offering a small 
beoklet entitled “Foot Care for the 
Mother-To-Be,” to shoe retailers with- 
out cost. 


The booklet, written by Owen A. 
Penney, contains much _ information 
that the shoe retailer could use to bene- 
fit on the above subject and may be 


secured by writing to the National | 


Foot Health Council, Rockland, Mass. 


To Begin Fall Meetings 
New YorK.—The Shoemen’s Educa- 
tional Guild will reconvene on the eve- 


ning of October 11, at 8 P. M. As in | 


the past three years, the lectures will 


be delivered by the Guild’s educational | 
adviser, Dr. Arthur J. Weissblatt, at | 


358 Fifth Avenue, this city. 

All shoe men who are interested in 
all the scientific aspects relating to shoe 
fitting are invited to attend these meet- 
ings which are held every Tuesday 
evening. 

For further information, shoe men 
may contact M. H. Winkler, secretary 
- -s Guild, at 78 First Avenue, New 

ork. 





MARCELLE SIDE GORE STEPIN $2.50 


Important 
We illustrate 
but three of 
the beautiful 
TAILORED 
TRED patterns. Write for 
catalogue showing complete 
line of styles carried in stock. 


D. MYERS & SONS, Inc. 


«. * Bulto., Md 





SEL Se A r 


erm ~~ eee ee ee ere 


Store Fixtures 


eee Ser erm 


HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 


like the way it looks and wears.Write for | 


Catalog of Shoe Store Equipment now. 


HOWISEE 


8 ee 


Women's Shoes 


LOO RO A 








TUG BOATS 
IN-STOCK 


$950 


Ne. 137¢6--Brown elk, storm-welt, 
solid leather throughout S & M. 


Ne. 1371—Brown vobuck, storm- 
welt, solid leather throughout S & M. 


Ne. 1372—Natural calf, storm-welt, 
solid leather throughout S & M. 
Similar Styles in Stock with 
Crepe Soles 
Priced at $2.10 


Send for New Fall Catalog 











N. Y. office, 402-404 Marb-idge Bids. 


A. SANDLER CO. 
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Busy Program for Empire 
State Shoe Men 


[CONTINUED FROM PAGE 35] 


elected a director in place of Fred A. 
Bresee, Oneonta, will attend the con- 
vention and President’s dinner. 

The vacancies caused by the deaths 
of Mr. Gosper and Mrs. Carroll will 
be filled at the annual election Septem- 
ber 20. During the year two direc- 
tors resigned, Harry A. Gibson, who 
left Buffalo to accept a position as shoe 
buyer in San Francisco, and Fred-H. 
Bresee, of Oneonta. John R. Laycock, 
of New York, is first vice-president. 
President Harry Fontius of the N.S. 
R.A. and Executive Vice-President L. 
E. Langston have been invited as hon- 
orary guests. 

Vice-President Laycock will have 
charge of Monday’s open forum, which 
will follow an association breakfast, at 
which members of all classes and shoe 
merchants, whether or not members, 
are invited. A program in which 
topics of vital interest to the trade will 
be participated in by those present, 
has been arranged. President Beau- 





Installs New Men’s 
Department 


Los Angeles, Calif —A men’s shoe de- 
partment has been installed on the 
street floor in the Fifth St. Department 
Store, with J. E. Harwell in charge. Mr. 
Harwell has long been identified with 
the better retail shoe business on the 
Coast, his last connection being in the 
Desmond Store, Long Beach. 

This new department features the 
W. L. Douglas line of shoes exclusively. 
The store management felt that this 
men’s shoe department would be such 


. This major department 
ic be pieamad Gm che React of the to 
tail downtown district so an outside sign 

a se shoes is considered 
quite a tribute to the management’s be- 
lief in the possibility of the development 

of their men’s shoe secti 


These superlative little shoes 
exercise a big influence. They 
are Flexible Hard Soles (2-8), the 
sturdiest in the famous Mrs. 
a s Ideal line, and the logical 
for wou shoes in juve- 
whe sh shoe departments. Mothers 
me have bought Ideals 
them without resistance. S$ 
them, as do hundreds of re- 
tailers, and see how they in- 
fluence business! 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—intermediate and 


FLEXIBLE HARD SOLES 








mont will open the meeting and follow- 
ing the invocation by Chaplain William 
Pidgeon, of Rochester, the Hon. Roland 
B. Marvin, mayor of Syracuse, will 
formally welcome the guests. Another 
open forum will be held with breakfast 
on Tuesday morning, with Ex-Presi- 
dent J. L. Patton, of Schenectady, lead- 
ing. Several men expert in merchan- 
dising, advertising, credits and collec- 
tions have promised to take part in 
these discussions. Election of officers 
will wind up the session just before 
noon, following which will be a meet- 
ing of the directors. 


Mayor LaGuardia, the New York 
Board of Trade and Chamber of Com- 
merce and other associations of the 
metropolis have sent an invitation to 
the association to hold its twenty-first 
annual convention in New York. The 
Rochester Chamber of Commerce, 
Mayor Rapp, the Convention Bureau 
and Rochester Retail Shoe Dealers’ 
Council have also sent an invitation. 
Unless the “rotation plan” is set aside 
the 1939 convention will go to Roch- 
ester. 

All day Sunday and Monday after- 
noon and Tuesday afternoon and eve- 
ning will be given to the inspection of 
the new shoe samples and other mer- 
chandise in rooms of the hotel and on 
the mezzanine floor. It is expected 
that at least 125 lines will be shown. 
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Riley in Charge of New Miller 
Outlet on Coast 


Los ANGELES, CALIF. — The Miller 
Shoe Co., manufacturers of women’s 
orthopedic shoes in Cincinnati, has 
opened a shoe and distributing ware- 
house at 690 South Bonnie Brae St., 
this city, with George H. Riley in 
charge. This branch will service the 
entire West Coast. It was established 
here at the request of the medical pro- 
fession in this section. Some 14 styles 
in corrective shoes will be stocked 
here, complete in all sizes and widths. 

Previous to making this city his per- 
manent headquarters, Mr. Riley oper- 
ated the George E. Wild shoe store in 
Toledo. He has been handling the 
Miller line of shoes for the past 10 
years. The Miller organization is plac- 
ing his long retail experience and his 
contacts with the medical profession at 
the disposal of all retail shoe people on 
the Pacific Coast. 


M.A.S.R.A. to Discuss 
Plans for Show 


PHILADELPHIA, Pa. — Officers of the 
Middle Atlantic Shoe Retailers Associa- 
tion will meet with the local commit- 
tee from Baltimore on Sept. 14, to dis- 
cuss plans for the coming 25th anni- 
versary convention and exhibition of 
the M.A.S.R.A. to be held at the Lord 
Baltimore Hotel, Baltimore, Md., on 
Feb. 12, 13, 14, 1939. 


Appoints Representatives in 


St. Louis Territory 


BUFFALO, N. Y.—The Cataract Chem- 
ical Co., Inc., manufacturers of spe- 
cial products for tanners and shoe 
manufacturers, has appointed the 
Gardner-Dimond Company, 1932 Del- 
mar Boulevard, St. Louis, their rep- 
resentatives in that territory. In cover- 
ing the territory, Gardner-Dimond will 
be assisted by the technical staff of the 
company in Buffalo. 

Through this representation the 
Cataract Chemical Co. expects to be in 
constant touch with shoe factories and 
tanners in the territory thus being able 
to give better service and quicker de- 
livery. 


Represents Douglas 
in Southwest 


Los ANGELES, CALIF.—Ed Kalten- 
back has been appointed by’T. J. Calla- 
han, general sales manager of the W. 
L. Douglas Shoe Co., Brockton, Mass., 
to represent the Douglas line in 
Arizona, New Mexico, El] Paso, Texas 
and parts of California. Mr. Kalten- 
back will supplement the work now be- 
ing done in this same territory by R. H. 
Peek. Permanent offices will be main- 
tained in the Broadway Arcade build- 
ing, this city. Previous to being asso- 
ciated with the Douglas line, Mr. Kal- 
tenback traveled the Pacific Coast 
section for a number of years. His last 
connection was with the J. W. Carter 
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The Camels Are Coming ! 














A Yew. Gdea in Slippers 


to play a Merry Xmas Jingle 


on your cash 
register 


OE 





y amel Hair Slippers, angora lined, with cork platforms 
and leather soles. Popular priced, they are a natural for 
holiday season selling. Attractively boxed. 


Men's, Boys’, Women's and Children's sizes. Children's 
slippers also come in corduroy, pastel shades, patterned 


with Scotties or Teddy Bears. 


Samples sent on request. 


Slipper Division 


BEACHCRAFT 


SANDAL 


co... INC. 


Factory 
10-12 Jones St., New York City 


Showroom 


A. J. Sarubbi, Room 712, Marbridge Bidg., New York City 


Shoe Co., from which position he re- 
signed to accept his present position. 


Spektor Heads Child-Forme 


BROOKLYN, N. Y.—At a meeting 
held recently by the board of directors 
of the Child-Forme Shoe Co., Joseph F. 
Spektor was elected to the presidency. 
This corporation has made great pro- 
gress in the field of corrective footwear 
for children, and their program calls 
for two additional stores in the near 
future in Brooklyn. 

The store at 861 Flatbush Ave. will 
be. moved across the street, where, it 
is expected, it will be possible to serve 


customers efficiently and comfortably. 

The store has been operated for three 
years under the personal management 
and direction of Mr. Spektor. 


Appointed Manager for 
New Store 


LITTLE Rock, Ark.— Ben R. Watts 
has been named manager of the new 
Gingles Juvenile shoe store which open- 


ed recently on West Capitol Ave. Mr, 
Watts formerly was with the Peters 
Shoe Co. of St. Louis for a number of 
years. The new firm will cater strictly 
to juveniles from tiny tots to teens. 
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SANDLER 


OF BOSTON 
Ski Boots 
il | 


40 STYLES IN STOCK 
to retail from $3.50 to $15 


Look to Sandler as your foremost 
resource for ski boots. Every 
competitive price range ... au- 
thoritative styling including the 
approved Birger Ruud boot. . 
and a stock department that’s 
seven to split-second delivery ser- 
vice. 


A. SANDLER CO. 


| 200 ESSEX STREET 
BOSTON, MASS. 


47 W. Mth St... Y.C. 
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Heads Compo Chemical Lab 


Boston, Mass.—Tom T. Taylor, for- 
merly of the Du Pont Company, has 
been placed in charge of the chemical 
laboratory of the Compo Shoe Machin- 
ery Corporation, working with W. C. 
Durham, technical director. 


THOMAS T. TAYLOR 


While at the Du Pont Parlin labo- 
ratory, Mr. Taylor supervised the devel- 
opment work in connection with Compo 
compounds and he has always kept in 
close touch with the problems of chem- 
istry applied to cement shoe manufac- 
ture. His experience covers a broad 
field of procedure and development, and 
it is the belief of Compo officials that 
this addition to their staff will result 
in benefits to all shoe manufacturers 
using Compo equipment and adhesive. 


Benz Kid Colors at 
Leather Show 


LYNN, Mass.—The Benz Kid Com- 
pany, manufacturers of black and 
colored kid, will show the following 
leather colors at their booth at the 
Leather Show at the Waldorf-Astoria 
hotel next week: 

Women’s colors, Marine Blue, Golden 
Havana, Madrid Brown, Java Brown 
and White; men’s colors will include 
Madrid and Rosewood. 

In attendance at their booth will be 
E. M. Winslow, Cecil G. McGlarin, 
Robert D. Van Fossen, Edward Swan, 
Simon Tannenbaum, W. P. Erhart, 
O. O. Chapline, John H. Carder and 
J. F. McManus. 


G. W. Rivers Given 
Parting Testimonial 

Worcester, Mass.—George W. Riv- 
ers, manager of the Heywood Shoe 
Store at 328 Main Street for the past 
20 years, who is leaving Worcester to 
become associated as manager for the 
F. E. Ballou Shoe Co. store at Provi- 
dence, R. L., was given a testimonial 
August 31 at the Worcester Country 





Something New ... 





Now Women Can Wear 
PUMPS and SANDALS 
with Comfort 
PUM-PADS were invented by a woman aftez long 
search, now permit women to wear any low cut 
Soo—-taee ~ sandals—with complete com- 
Made special flesh-colored material, 
ru rh PADS on cot burn or blister the foot; 
will not injure the stocking. Worn under the 
stocking; invisible, inexpensive, sanitary. Easy 
to apply, will wear indefinitely. Distributes and 
relieves pressure of vamp against instep. Patented. 


No Legal Substitute 
RETAILS —_ LONG DEALER PROFIT. 
bona-fide dealers. 


mee 6 pair mai 
You" lobe or write us direct. 


jarufastured by 
PUM-PAD MFG. co. 











Tulsa, Ckiahoma 





Club by the Heywood Associates. Ches- 
ter D. Heywood, president of the Hey- 
wood Boot and Shoe Co., was toast- 
master. Also present were Charles S. 
Hoar, assistant treasurer, and B. S. 
Newell, treasurer. 

Clarence V. Mayo, new manager of 
the Heywood Shoe Store, presented Mr. 
Rivers with a traveling bag on behalf 
of the employes, while Mr. Heywood 
presented him a watch from the shoe 
concern. 

Mr. Rivers was tendered a dinner 
the previous night in Hotel Bancroft 
by the Credit and Mercantile Bureaus 
of the Chamber of Commerce. 


Plans Remodeling Program 


ORLANDO, FLia.—To celebrate 10 
years of continuous business, Jimmy 
Becker, manager of The Shoe Box, has 
announced an extensive remodeling 
program. Antique, white and royal 
blue furniture will be placed on the 
new coral toned rug, and blue light 
fixtures will further carry out the color 
scheme. A motif of circles will be used, 
with rounded corners to all seats and 
counters. A new note in Florida dec- 
oration will be the leather upholstered 
walls, with the upper part done in shell 
pink. Two new departments, hosiery 
and bags, will be added. The new Shoe 
Box, to be air conditioned, will have 
double its present seating capacity. 
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Three Catalogs of Note 


Reports indicate that shoe merchants 
have probably bought for Fall about 
50 per cent of their Fall requirements 
for a good volume of selling. Manu- 
facturers indicate that forward orders 
beyond Sept. 15 delivery have thinned 
out. In-stock lines, therefore, would 
appear to be in for a good run of 
business. 

Gilbert Shoe Co. has just sent out 
their new Fall catalog and has given 
it a new suede finish blue cover, a nice 
change over the former style of cover. 
Its same compact size is retained, each 
shoe nicely illustrated ftom infants’ to 
growing girls’ and women’s. Its one 
new feature is its outline of the new 
flexible welt baby shoes which have 
12 features. The entire line has the 
usual staples but is also strong on 
fine styling. 

Dickerson’s new Fall catalog has an 
interesting format, the shoes shown 
large, with 22 styles in the Arch-Relief 
line, 14 in the Archlock line, and seven 
styles in the new line of Jaunties, those 
with youthful swagger. These lines all 
have the fibreglas insulating filler, an 
exclusive Dickerson development. 

Nunn-Bush’s new Fall catalog has a 
bright red cover with name and trade 
mark gold embossed, the cover stock 
simulating the appearance of leather. 
All shoes shown in their natural colors. 


Shoe Men Report Improved 
Business 


MILWAUKEE, Wis.— Improved busi- 
ness is reported by Nunn-Bush Shoe 
Co. salesmen from various sections of 
the country, according to J. C. John- 
son, secretary and sales manager of 
the firm, who declared that the pickup 
will perhaps continue during the re- 
mainder of the year. 

Mr. Johnson declared salesmen re- 
ported as follows, concerning business 
in farming areas: 

“It is felt business in agricultural 
territories is good and will be better 
this Fall despite lower farm prices. 
While the income from farm crops is 
estimated as being about 15 per cent 
less, the prices of things farmers buy 
also are lower. 

“Farmers will have a good income 
from livestock this Fall. There are 
large numbers of cattle and hogs being 
fed on the corn which was not marketed 
because of prices. The sale of this 
cattle will aid the farmers.” 


Kendall Named Brouwer 


Manager 

West ALLIs, Wis.—Ernest Kendall, 
for the past two years associated with 
the S. J. Brouwer Shoe Co. in its down- 
town Milwaukee store, has been named 
manager of the firm’s local store, suc- 
ceeding A. F. Trotts, who recently an- 
nounced the opening of his own retail 
shoe store in Fond du Lac, Wis. Mr. 
Trotts had served as manager of the 
local store for ten years, while Mr. 
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“Feather-Eze” Shoes are extremely flexible . . . 
anatomically correct . . 


weight .. . 
constructed. 


STOCK 


“9's about time 9 stood 
on my own two feet’... 


This young man is right. He 
is ready to take his first steps 
into life and should be per- 
mitted to enjoy the barefoot 
freedom to be found in 


iGeathor-Eq9,; 
SHOES 
for Childhen 


Thus his tender and pliant 
muscles and ligaments will be 
strengthened through the nat- 
ural freedom of action assured 
in “Feather-Eze” Shoes. 


* Registered U. S. Patent Office 


THEY TWIST 
light in 
. specially designed and 


In white elk, unlined boots and ox- 
fords in pattern illustrated. Sizes: 2 
to 8; Bto E. 


Also, in white elk and white suede 
boots and oxfords, lined, plain toe. 
Sizes: 2 to 8; B to E. 


“Feather-Eze” Shoes should be available in every 
modern children's department. 


Send for Folder and Price List 


S. WATERBURY & SON CO. 


QUALITY FIRST SINCE 1820 


62 SCHENECTADY AVE. 


| 





Kendall, before joining Brouwer’s, was 
in charge of the shoe departments at 
Baron Bros., Madison, Wis. 


Returns from Western Trip 


St. Louis, Mo.—M. K. Weil, presi- 
dent of the M. K. Weil Shoe Co., St. 
Louis, Mo., recently returned from a 
western trip covering the states east 
of the Rockies, calling on the trade. 
Mr. Weil reports that business condi- 
tions in this section of the country are 
showing definite signs of improvement. 

While on the trip, Mr. Weil took time 
out to visit Yellowstone National Park 
and Salt Lake. 


BROOKLYN, WN. Y. 


C. E. Collar Opens 
Own Store 

MILWAUKEE, Wis.—Charles E. Col- 
lar, for the past nine months associated 
with the S. J. Brouwer Shoe Co., here, 
has opened his own shop on the main 
floor of the Plankinton Arcade in down- 
town Milwaukee, where he is featuring 
shoes for men. 

Mr. Collar, a pioneer Milwaukee shoe 
dealer, operated his own store for many 
years before joining the Brouwer or- 
ganization. The new shop observed 
its. formal opening Sept. 1, 2 and 3 and 
is modernly equipped throughout. 
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Bowling Shoes 


Right Foot Rubber 
Sole — Left Foot 
Horse Butt Sole. 
%"* rubber heel. 
Oreohed only in Black Kid; men’s 
high shoes, 6 to 12. 

(Littieway and Stitchdown.) Women's 
oxfords, 3-8 (including half sizes). 
Can he had alse in Black and Smoked Elk, 
and any color in Kid. 

Samples and prices on request 
MONDL MFG. CO. 
Oshkosh, Wis. 
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er © BOWLING. SHOES 
a complete tine in 
xia. Horschide. and Etk Leathers 
Prompt deliveries. Prices upon request 
mipwest Lt os MFG. ., COMPANY 
512 &. Peoria , Chieage, | 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 


DUCHESS 
EL 


TOE 
PLATE 





138 Lincoln $t., Boston, Mass. 











Heinmiller Addresses Rally 


Racing, Wis.—A. G. Heinmiller, ad- 
vertising manager, S. J. Brouwer Shoe 
Co., Milwaukee, and president of the 
Milwaukee Advertising Club, addressed 
a “Sales Mean Jobs” rally Aug. 26 
here under the auspices of the West 
Racine Business and Professional Men’s 
Association. 
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Shoes Make Up Bulk 
of Retail Trade 


OKLAHOMA CiTy, OKLA.—The state 
tax commission has announced sales 
tax collection figures for retail shoe 
stores as paid on sales from these 
stores for the period between July 1, 
1937 and June 30, 1938. 

Month by month collections of the 
two per cent sales tax, giving an indi- 
cation of sales in the state during the 
preceding month, were as follows: 

July, 1937, $7,370.71; August, $5,- 
966.46; September, $5,574.04; October, 
$9,534.59; November, $8,198.02; De- 
cember, $6,493.48; January, 1938, $8,- 
384.54; February, $4,403.97; March, 
$5,455.28; April, $7,117.90; May, $9,- 
082.63 and June, $7,548.00. 

Total for the year’s period was $85,- 
129.62 or 80 per cent of the total sales 
tax collected from all retail institu- 
tions. Shoe store returns were 40 per 
cent of the total returns filed. 


Charles W. Phinn 


Be.Loir, Wis.—Charles W. Phinn, 
well known figure in the retail shoe 
trade of this city for more than 50 
years, and recently bailiff of the Munic- 
ipal Court, here, passed away recently 
from a sudden heart attack. 

Mr. Phinn was proprietor of the 
Raubenheimer Shoe Store, here, until 
its closing several years ago. 

He is survived by his widow and one 
son, Mort Phinn, sales representative 
of Joyce, Inc., Pasadena, Calif. 





No magic, no mystery. Just get your share of 
good business in good Bass Ski Boots. Smortly 
advertised in Esquire, Vogue, Town and Coun- 
try, Ski Bulletin, and Ski Annual. Popular be- 
cause they're promoted. And profitable? . . . 
Write today for the full story. Remember, we 
make outdoor footwear for every purpose. 
Price list and booklet free. G. H. Bass & Co., 
Dept. BS-1, Main Sweet, Wilton, Maine. 


Bass!'Bock 


MADE BY G. H. BASS & CO. 











Trade Leaders Reply to Big Eoliapien 


St. Louis—Brauer Bros. Shoe Co., 
manufacturers of Paradise Shoes and 
Tango Pumps for women, were tre- 
mendously successful in stimulating re- 
tailer interest and enthusiasm through 
the medium of a giant telegram sent 
to all Brauer dealers on July 21. 

The telegram, a facsimile copy of a 
Western Union message, measured 36 
x 29 inches over all, accurate as to con- 
tents and size scale in every detail, and 
was enclosed in a giant replica of a 
Western Union envelope. It was de- 
livered in person by Western Union 
messenger boys; timed for delivery on 
the date shown on the telegram. The 
message read: 

“We are out of the depression! Busi- 
ness is on the upturn. The Government 
is turning loose billions of dollars for 
lending and spending. Millions of men 
and women are returning to work. Fac- 
tories are starting up. Merchandise is 
moving off the shelves of dealers whose 
stocks are low. Keen-minded, clear- 
thinking, practical business men are 
alert to the fact that there will be a 
practical improvement in business the 
second half of 1938. Let us all pull to- 
gether. (Signed) A. J. Brauer, presi- 
dent, Brauer Bros. Shoe Co.” 

The response from dealers was im- 
mediate and enthusiastic. A _ typical 
reply came from George J. Marott, 
Marott Shoe Store, Indianapolis, Ind. 


He wrote, “I desire to congratulate you 
upon your method of advising the peo- 
ple of the necessity to realize that this 
Fall is an open time for constructive 
application of energy to bring about a 
normal, healthy business over the 
United States. 

“We are giving your telegram an 
outstanding location to the public that 
will evidence our support and apprecia- 
tion of your constructive endeavors.” 

In addition to sending the telegram 
to all Brauer dealers, copies were sent 
by special delivery to important men 
in the political and economic scene 
throughout the country. Among the 
men other than Brauer dealers who re- 
ceived the telegram were President 
Franklin D. Roosevelt, James A. Far- 
ley, David Lawrence, editor of the U.S. 
Daily; Missouri’s Governor, Hon. Lloyd 
Stark, Senator Bennett Champ Clark, 
Professor Felix Frankfurter, George 
H. Davis, president of the U. S. Cham- 
ber of Commerce; George W. Mason, 
president of the Nash-Kelvinator Corp. 
and originator of the “Sales Make 
Jobs” campaign; Dale Carnegie, Dr. 
Glenn Frank, Dr. Isaac Lippincott, 
W. M. Kiplinger, Roger Babson, Wil- 
liam McChesney Martin, president of 
the New York Stock Exchange; Walter 
D. Weisenberger, director, National 
Association of Manufacturers; Dr. F. 
Fern Petty, president of the Optimist 
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A COAST TO COAST 


¢ Colors are dependable. 


© Dye levels without streaks. 


EVERETT & BARRON CO. 


“Ready To Use’ 
FABRIC DYES 


Previdence, R. I. 


FAVORITE because:— 


e NO MIXING, dip brush 
in bottle and begin. 


e 120 up-to-date colors. 


Terento, Can. 














International Club; such well-known 
shoe and leather men as J. Otis Ball, 
Lawrence H. Selz, Harry Fontius, 
Barney Solar, W. Winslow, Vic Lom- 
bard, J. S. C. Harvey, Mr. Howes, Sol 
Agoos, and Milton Hubschman, as well 
as Congressmen Bruce Barton, Thomas 
B. Hennings, Harry S. Truman, Pat 
Harrison, John J. Cochran, Clyde Wil- 
liams, Orville Zimmerman, Dewey 
Short, and Jos. B. Shannon. 

The stimulating value of this giant 
telegram idea was recognized by many 
of these nationally important people. 

Congressman John J. Cochran wrote, 
“If the businessmen of the United 
States would follow the example set by 
Brauer Brothers, I am sure confidence 
would be restored. That is all we need 
to bring us back to normal.” 

Lawrence H. Selz, publicity director 
of the St. Louis Shoe Mfrs. Assn., 
wrote, “I want to congratulate you for 
your intelligence and courage in send- 
ing this giant telegram. I feel this 
message is well worth the size you gave 
it and I am confident it will help in lift- 
ing all of us another step up the ladder 
toward business prosperity.” 

Senator Harry S. Truman said, “Ap- 
preciate most highly the copy of the 
telegram which you forwarded to me, 
and you are to be congratulated on 
your effort to help the buying wave, 
which is all we need to take us out of 
this situation.” 

W. H. Bresnahan, chairman of the 
board, Compo Shoe Machinery Co., 


wired an immediate reply after receiv- 
ing his copy of the telegram. “Compo 
congratulates you on your timely and 
well thought out telegram on improved 
business conditions. Your forecast co- 
incides with Mr. Barnard Solar’s fol- 
lowing his recent survey over a large 
section of the country. This forecast is 
being confirmed by our July shipments 
to date which are running over ten per 
cent ahead of last year, with the out- 
look very good for still further im- 
provement over the remainder of the 
year. We believe Compo’s increase in 
business is shared to a large extent 
by the industry as a whole. More power 
to you and-best of luck to all your ac- 
counts.” 

A. J. Brauer, president of Brauer 
Bros. said: “We feel that this is one of 
the most worthwhile promotions we 
have ever used, and feel sure that it 
will be long remembered by every one 
who has seen it.” 


Holbrook Store Modern 
in Every Detail 


CLEVELAND, OHIO — The new shoe 
store recently opened in the C.A.C. 
Building here, by Allen V. Holbrook, 
features concealed stock, except for a 
few displays. Walls of the store are 
finished in tan leatherette. 

In the men’s department which re- 
sembles a club, built-in benches are 
done in red leather, with glass tops on 


arm rests which look into lighted dis- 
play cases. There is tobacco and ciga- 
rettes for customers. 

In the women’s department, both 
love seats and individual chairs are 
used. Umbrella stands and ash-trays 
are also provided. The hosiery depart- 
ment has special lighting for color. The 
general store lighting is semi-indirect, 
and year-round air-conditioning has 
been installed. 

Mr. Holbrook has long been a joint 
owner in the Cleveland Stetson Shop, 
and will retain that previous connec- 
tion. Elmer A. Clark, for 30 years in 
the shoe business in Cleveland, will be 
manager of the new store, known as 
the Holbrook Euclid Avenue Shop. 


Karr Withdraws from 
Walk-More Store 


DETROIT, MicH.—Albert Karr, part- 
ner in the Walk-More Shoe Store at 
5432 West Vernor Highway, has with- 
drawn from partnership, and plans to 
open his own store independently, on 
the west side, probably on the newly 
widened Michigan Avenue. 

John P. Koch, who was a partner 
with Mr. Karr, will carry on the store 
as sole owner. The two were in part- 
nersh’p here for eight years, originally 
estab ishing it as the Bay State Boot 
Shop, and changing to the Walk-More 
name about four years ago. 











Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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HAND TURNED FOOTWEAR 
IN STOCK 
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Increased Business Forces 
Need for Additional Space 


Los ANGELES, CALIF.—The Mexcraft 
Co., whose main plant is at 202 South 
Mednik Street, this city, have taken on 
additional space due to their rapidly 
increasing business in the top grades 
of woven shoes for men, women and 


JOSEPH CAZARES 


children. A considerable amount of 
the former Walsh Shoe Co. factory is 
now being utilized as a making room. 

In commenting on the present status 
of the woven shoe situation, Joseph 
Cazares, president of the corporation, 
said: “Consumer acceptance of the real 
high grade, finely-made woven shoes 
has been such that greater care than 
ever before in last, pattern and mate- 
rial selection is being taken in the 
manufacturing of these shoes. We 
have been fortunate in getting some of 
the most skillful Mexican hand weav- 
ers, workers who have been doing this 
fine work for generations. These arti- 
sans are far removed from the “back 
yard” and country people who have 
been pressed into making the crude 
huaraches so commonly sold. This lat- 
ter type of shoe has its place in the 
popular-priced field and this coming 
Fall and Spring will see more of them 
sold than ever before. 

“Great strides in shoemaking have 
been made in the top grades of woven 
shoes. Shoes are now made perfectly 
smooth inside and out. Many new pat- 
terns are being developed, “prevues” of 
which on the part of important buyers 
all over the country, have assured us 
of a tremendous consumer acceptance 
of these striking comfortable street and 
sport shoes. 


Herbert C. Parker 


MONTREAL, CANADA — Herbert C. 
Parker, prominent local shoe supply 
manufacturer, died suddenly recently, 
at his residence, 905 Pratt Avenue, 
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CANCELLATIONS 
JOBS AND SAMPLES 


AT A PRICE 


We are the largest distributors of 
top grade current shoes from lead- 
ing St. Louis factories exclusively. 
3000 samples to select from. 


$6 to $10 shoes to retail profitably at 


M. K. WEIL SHOE CO. 
1326 WASHINGTON AVE., ST. LOUIS, MO. 
While in town see Weil 
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Outremont, in his 60th year. Interment 
was at Georgetown, Mass. 

Mr. Parker was born and educated 
in Groveland, Mass., and came to Mont- 
real in 1899. He joined the staff of the 
old Ames Holden Company and re- 
mained there for six years. Later he 
became superintendent of the Ames 
Holden McCready Co., but resigned his 
position to become vice-president and 
managing director of Parker Irwin, 
Ltd. For the past six years he had 
been president and general manager of 
H. C. Park Reg’d, shoe supply manu- 
facturers, Montreal. 

Mr. Parker took a keen interest in 
local Masonic orders, being a life mem- 
ber of Kilwinning Lodge, Royal Arch 
Masons. He was a member of the Mont- 
real Board of Trade. 


Foot Saver Shop Opened 
in Toledo 


TOLEDO, OHIO — Formal opening ‘of 
Foot Saver Shoes, Iric., at 307 Huron 
St., Toledo, was held recently. Paul V. 
Loudner, Columbus, is manager, and 
Lloyd B. Kruft will assist him. Walter 
E. Bias, foot specialist, was available 
during the first three days, for con- 
sultation. 
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(GOODYEAR 


GOODYEAR WELT SHOES are readily 
adaptable to the modern platform types 
and provide a wide variety of striking 
effects featuring full platforms with dec- 
orative bindings or beaded welting in 


smart contrasting colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED WANTED TO BUY WANTED TO BUY 














SALESMAN— With following in men’s pop 
” priced field yr ee, ~<a - — 
zipper spats as si eaturing felt a Sal s . . 

cloth to retail from $1.50 to $3.00." When ap- I want to buy majority interest in going shoe factory. 
piying give is 0 rseit. answers « 
confidential. Commission basis. P. J. Spat Co, Women’s novelty shoes not desired. 


Glo ille, N., Y. 
aka Address No. 956 Care BOOT & SHOE RECORDER, 239 West 39th Street, 
New York, N. Y. 








OR New York State—also, Virginia, North 
and South Carolinas. Women’s novelties and 
sports to retail at $2.00 and $3.00. Strictly 
commission b. , BY drawing a se 
experience connections. ay car- 
ried with non-conflicting line. Krischer, Rogers BUSINESS OPPORTUNITY 


& Fischer. 20 N. 4th St., Phila., Pa. 





























POSITION WANTED YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 

income in service fees. A new system o 
RETAIL shoeman 15 years’ experience desires foot correction; readily learned by any 
position as or ager. Age 33. one at home in a few weeks. Easy terms 
Willing to go anywhere. Address Box $951, for training; openings everywhere with 
care of Boot and Shoe Recorder, 239 West 39th = the bt you can ry to. No capi- 
Street. New York City. required or goods to buy; no ncy 
a " or soliciting. Established 1894. Address 
-” Stephenson Laboratory, 21 Back Bay, 

Boston, Mass. 














YOUNG man, 31 years old, married. 10 
years’ retail shoe experience, capable man- 
ager, assistant buyer. (Popular priced lines). 
Would like location in western state. Facts and 


references furnished on request. Salary second- : ‘ , ; 
ary. Address $955, care of Boot & Shoe CO PPORTUNITY Knocks for young man with 


Recorder, 239 West 39th St., New York, N. Y. approximately $1,000.00 to invest in his 
own business. Experience in shoe busi 


necessary. Splendid opportunity. Address $954, 

are Boat & Shoe Recorder, 1627 Locust St., SHOE STOCKS BOUGHT 
HELP WANTED ra me aaa Complete or Part 
Wholesale or Retail 


ANTED model cutter and pattern man for 
W BARIS SHOE COMPANY, Inc. 


California factory thoroughly capable follow- CHANTS’ 
ing models through entire factory, and to super- MER NEEDS 79-81 READE STREET, NEW YORK, WN. Y. 
vise at all times continued fitting qualities of Telephone WORTH 2-5180-5181 


regular production. Must have had wide ex- 
perience. See or write W. H. Joyce, Jr., 611 SHOE ORNAMENTS — 


Marbridge Building, New York, week beginning 
That Sell 


September 15th. 
PUMPS Buyers of Surplus Stocks 


Write for an as- We will buy surplus or entire stocks of shoes 
at from manufacturers, jobbers or retailers. 


LINE WANTED QUANTITY NO OBJECT 


PROFITABLE, non-conflicting - line. Havé r ou TCO, Mfr 106 Peer saa CO.., Inc. 
Men’s Work Shoe Line for Minnesota. O. uane >t. New York 
Freeman, 3032 Fifth Ave, So. Minneapolis, 2% . ¥ aE Seip See SEP at cae 
























































The Complete Line 
“7 a WE BUY 


FOR SALE SHOE 
Entire or Surplus Wholesale and Retail 
ORNAMENTS Stocks. Also Bramded Shoes such as 
AN, OPPORTUNITY worth _ Investigating. AND SPATS ag ++’ — a ~ Sy 
in tonians, Stetson, Red Oross, Nunn-Bush, Ete. 


Outstanding Corrective and Semi-Corrective 
Shoe Location. Retail. Prosperous all-year- Buttons and Zippers IRVIN RUBIN 


round New Jersey City. Requires $5,000. M “ ° 
Fully Equipped. Address $957, care Boot & ee aaa &. Oe a bey 
Shoe Recorder, 239 West 39th Street, New Chicago, 11. 7 Phone Barclay 7-7887 New York City 


York. N. Y. 





























CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed dvertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per oak Siteuie poo $1.25. 
When a box ape is desired twelve words should be added for the address. In all other cases each ‘word of the 


The rate for all display classified advertisements is $5.00 an inch with i . 
fe A is $5.00 an inch with a maximum of 46 words. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “ea 
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BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








CALLING ALL SHOE DESIGNERS 
of ppruit 


MAXIMS FOOTWEAR Fashion Agency 
can sell your designs, sketches, etc., in 
England. MAXIMS would also be inter- 
ested in obtaining sole concessions for 
novelties, trimmings, etc., for the Shoe 
trade. 


All inquiries to 19 UPPER KING ST. 











LEICESTER, ENGLAND 








Ad Story as Told in Southwest 


[CONTINUED FROM PAGE 32] 


play in the publicity. College foot- 
wear promotions are in full swing as 
this is written, and are expected to be 
numerous, as the “collegiate” influence 
becomes more pronounced in molding 
style opinion among the younger set. 
Many other fashion developments are 
being and will be emphasized as the 
season progresses. But these are just a 
few of the early straws that show the 
way the winds are blowing. 


Stritter Shoe Co. Completes 
Liquidation 

Lynn, Mass.— The Stritter Shoe 
Company, Inc., which has been closed 
for the past six weeks, has completed 
liquidation. The firm, at times em- 
ploying 300 shoe workers, had manu- 
factured shoes in Lynn for 3% years. 

Contending it was unable to compe%e 
longer on union price lists, here, the 
firm undertook to negotiate for lower 
labor costs with the union. Due to 
failure of other crafts to consent, 
liquidation was decided upon rather 
than grant concessions. 


Purchases Knoke Store 


Marion, Iowa.—M. Bemish, an ex- 
perienced shoe man from Cedar Rapids, 
Iowa, has bought the Knoke Shoe Store 
here from Bill Knoke, who opened it 
three years ago following his gradu- 
ation from the Iowa State university. 
Mr. Knoke will return to the university 
and work for his master’s degree. 


Move to Larger Quarters 


JEFFERSON, Iowa.— Roy and Ross 
Finch, operators of a shoe store here 
for the past 25 years, moved Septem- 
ber 1 into larger quarters on the east 
side of the square. The building has 
been remodeled and modernized for 
their use. 





MILITARY 
SHOESTAND 


HERE'S A SELL- 
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Runs 4 weeks on Flashlight 


Batteries 

Wires 

NO :::: 
Electricity 


FLEISCHER & CO. 
12 W. 2th St. 
Now Yerk City 





SHOE STORES 


CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH—THEY LENGTHEN—THEY 
EASE VAMPS—THEY LAST A LIFETIME 
SMALL AND COMPACT BUT PERFECT 
MANIPULATORS 








MAJOR TWIN STRETCHER 
working two shoes at a time—even if they are of 
different size and kind—it renders double duty. 
The price complete including three pairs of Right 
and Left Lasts, Vamp Easers and Bunion Irons is 
$30.00 F.0.8. Philadelphia. Weighs 60 Ibs 


a 


Made in U. 8. A. 


PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
$15.00 F.0.8. PHILADELPHIA 


Order through your Findings Dealer or write te us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 














INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-ft- 
feet a perfect Ot. Our Shrink 
ing Devices, when used with 
our specially prepared fluids. 
ive the proper fit to shoes 
which Gt large around the 
top, slip at the heel, or gap 
at the sides, Any fullness 
or wrinkles in leather or 
fabric are easily shruont 
without harm. 


Send your order or write for detail informatics 
Special combination offer $25.00 (fluids in- 


cluded in above prices) f.0.b. Indianapolis, 
indiana. 


E. C. SMELTZER CO. 


121 EB. Sist Street, Indianapolis, ind. 








Allen Shoe Store Opens 


OKLAHOMA City, OKLA.—The new 
Allen Shoe Store was formally opened 
to the public August 27, completely 
modern in every detail, with white 
marble front of modern design and 
illuminated with brilliant neon signs. 
Location is at 324 West Main Street in 
the heart of Oklahoma City. 

Noticeable feature inside the store 
is the concealed shelving, planned with 
a view to giving customers speedy ser- 
vice. Jay Clark, local manager, will 
have his headquarters in the new store, 
although he also supervises nine other 
Allen Shoe Store units throughout the 
South. 

“Excellent shoe business,” Mr. Clark 
states, “with even better prospects for 
Autumn has made it possible for us to 
offer this newly decorated store in Ok- 
lahoma City. In my opinion improved 
business conditions and the smart styles 
that have been built into the Fall lines 
will bring an even bigger volume of 
business.” 


To Add Women’s Department 


ATLANTA, Ga.—The street floor of 
the Darling Shop, at 66 Whitehall 
Street, is being remodeled to provide 
room for a new women’s shoe depart- 
ment, according to H. Levison, store 
manager. Announcement of the man- 
agement of the department and the 
makes of shoes te be carried will be 
made later. 





